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ik outstanding development 
of recent months in the illumi- 
nation field is colored lighting 


for show windows. 


The long sought color effects 
have been made possible by the develop- 
ment of X-Ray Color-Ray. 


If your company is a dis- 
tributor of X-Ray Reflector products of 


course you will be interested. 


Your reputation—and that 
of your house—for keeping abreast of the 
times will be helped by telling your custom- 
ers of Color-Ray. 


The National X-Ray Reflector 


Company is now booking orders for delivery 
to wholesale stocks about January First. 




































Jhe Jobbers Salesm 


HOWARD EHRLICH, Editorial Director 


DOUGLASS G. PILKINGTON, Associate Editor 





Vol. 1 





CHICAGO 





CONTENTS FOR SEPTEMBER, 1920 


Salesmen I Know—By Fred J. Schuett. 
Successful dealer tells of the strong and weak points 


of salesmen who solicit his business. 


What Is Your Net Value?—By Frank B. Rae, Jr...... 


Many factors enter into a consideration of this saline 


The “J. P.” Seizes An Opportunity—By E. D. Stryker, Jr... 


little old foot-candle made a good 


customer. 


How a meter 


Different Than Usual—By Interviewer... 
Methods of a successful salesman which depart from 
the beaten path. 


Merchandising Better Light to Merchants—By W. E. Under- 
. 12 


wood 
Helpful suggestions for the lighting 


s we sman. 


Adventures of Hardluck Sam 
Our hero takes a flyer in private steel. 


Thought Stimulators—By David Gibson 
Men You Should Know—Frank M. Bernardin 


Practical Psychology—By Thomas Fullwood 
Keeping up your guard. 


Color Effects in Show-Window Lighting—By A. L. Powell 


Unlimited business possibilities in the field. 


How Bill Handles Kicks—By J. E. Bullard 


He gives his customers real service. 
Pictorial Developments 
How I Landed the Order 
In the Smoking Room 
Pertinent Sales Facts 
Digest of the News 
Notes About Jobbers 
Manufacturers’ News ...... 


Copyright, 


. 14 


19 


21 


22 


. 58 


55 


15 
26 
30 
34 
40 
46 


ws iaaconcesngaceasalisatanliagllDs amuse 96 





| 
| 
| 
| 
1| 
\| 
| 
I 


NEXT MONTH 


ITH manufacturers rapidly catching 
up on production and with a per- 
ceptible tightening of the market, 
a gradual evolution is taking place in the 
selling field. Date of delivery 
of secondary importance 


money 


is becoming 
-salesmanship is 
now or soon will be required to ‘get the 
name on the dotted line. 


Tue Jopprr’s SAtesmMaAN is fully 
nizant of these changing conditions and the 
greater responsibilities that they impose. 
Beginning with the October issue, greater 


effort than ever will be 


cog- 


made to give our 


readers specific, concrete help.  Experi- 
enced, successful salesmen are being per- 


their 
Writers whose names 


suaded to contribute 
that all will benefit. 
ire well known to all are going to discuss 
yusiness conditions in our industry. Watch 
for these articles in succeeding issues and 
jon’t forget to do your bit. Let us have 
your suggestions and help. 


experiences 50 


“— 
- 


HE Christmas season is rapidly ap- 
proaching. Are we going to be pre- 
pared? Every year has seen a_ very 


marked increase in the appreciation of the 


utility and appropriateness of electrical 
gifts and likewise each holiday season 
finds the industry unprepared for the 
greater demands. An article in the 


October issue will deal with this important 
subject in a helpful and interesting man- 
ner. 


—_ 
- 


RTICLES by Frank B. Rae, Jr., W. E. 

Underwood, David Gibson and many 
others will make the October issue the best 
we have thus far issued. Watch for the 
newsy snapshots and gossip. 
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Does the SQUARE D National Advertising Campaign 
to Make Electricity Safe Meet with Your Approval? 


READ THESE REPLIES: 


21 7-10 per cent of replies 
vote “No.” 


1. No. 

Have always disliked “horrible ex- 
ample’ form of adv. Think people 
instinctively pass by such unpleasant 
reading. 

Signed 

2. No. 

The exposed knife switch is dan- 
gerous, but do not like that kind of 
advertising. 

Signed 
8. No. 
Too ghastly and  maleniting. 

Signed.. : - ; 

4. No. 

Signed 

5. No. 

The same object can be accom- 
plished better as I outlined to you 


about 6 months nial at Detroit. 
Signed... pieekig alan eas 


6. No. 

The Square D Safety Switch is 
NOT “an absolute safeguard against 
shock, fire and industrial accident of 
any kind.” 

Signed 

7. No. 

Illustrations showing the safety of 
Square D Sws. would be better adver- 
tising than the gruesome stuff you 
have used. 

Signed.......... 

8. No. 

I consider some of your advertising 
destructive to the good of the electric 
game. 

Signed 

9. No. 

One of the jobs electrical advertis- 
ing has had in past was to disassociate 
electricity from lighting and the dan- 
ger notions, especially true when sell- 
ing home devices to women as any 
retail salesman will tell you. Adver- 
tising such as yours combats work 
done in past and hurts everyone in 
industry, vourself included. Why not 
feature safety of your product instead 
of danger of the noumpening product? 

Signed.. 

10. No. 

Same style as Hearst papers when 
I used to know om: 

Signed. said 


8 7-10 per cent annus a 
fication of copy appeal. 


1, Yes. 
Your idea is O. K., only a little too 


strong in our haere. 
Signed.. Senne 


3. Yes. 


“Yes” for publications that reach 
Factory Owners, etc. “No” for those 


that reach the - 
Signed.. Se ee ens Fe 


3. Yes. 

As a whole your idea is good but 
should be modified. 

Signed.. besa ccieane sis eatousneinabgetanteasciileasas daaktiela 

1. No. 

Ls al . De 

Too sensational. Pictures too vague 
and too testifying —aamerwine O. K. 


Signed... 
69 6-10 per cent vote “Yes, 4 
1. Yes. 


It is no crime pointing out a menace 
and showing how to avoid same. 
a: See eee en nee ieee Te 
2. Yes. 
8. Yes. 
Makes a better loading job, saves 
labor, and saves life. 
ONS ihe 9 ARE one aie re 
t. Yes. 
| ee 
5. Yes. 
Better that a person know the dan- 
gers of electricity than to be sorry 


afterwards. 
6. Yes. 
IN st 5 Noa caterer navn acaiecbuadk cues ncancesoeanenees 
T. Wes. 
Your adv. is O. K. 
ES | REE LOT RIE 
8. Yes. 
ERRORS elas keene eee 


9. Yes. 

It should be compulsory in all com- 
munities to use them or their equal. 
Ne Ie LE LO exaisnestcabeactaencs 

Yes. 

i. Tes. 

I believe und is nguee arena, 

Signed... — Rein ob eperlsate Naess 

12. Yes. 

We do not install open knife 
switches but use Square D for all 
work. 

oe» (RRR eens ot SRO EE a Se Me Te 

13. Yes. 

Your advertising expense a/c is a 
National “Safety First” INVEST- 
MENT. 

RS NED Stn SE ee Ee ae 

Yes. 


ot a a oe ee écethaede dhlbinig cating 


10. 


14, 


15. : 
Words of today’s gospel: ‘And 
others save with fear, pulling them 
out of the fire.” June 238. Your ad- 


v wining a sto sllitsialneinale ! 
Signed... cosa 


16. Yes. 


17. 
If your advertising is not instruc- 


tive in its illustrations what about the 
numerous “Safety First’? campaigns 
going on every day to safeguard the 
American people? 

18. Yes. 

I have had and witnessed many ex- 
periences with the open type switch: 
only Square D safety switches should 
be allowed. 

Signed 

19. Yes. 

Advertisements that tell the truch, 
however revolting or detrimental, if 
educational, I } appnere. 

Signed... th Te 

20. Yes. 

In your case I believe that aiming 
for the bull’s-eye is the proper course. 
Why fear to scare the public when 
you must do just that before your 
message ned ‘wegen! 

Signed... eee achak 
Yes. 

Every method of instructions to the 
public to make electrical work safer 
is proper. 

Yes. 

23. Yes. 

“Safety First” will increase the effi- 
ciency of the employee. 





21. 


22. 


TERRE TI Re AAT TS SRE REN TEN PRO 
24. Yes. 

ES oooh reso Dek eat oe ee, 
25. Yes. 
We're for you; dacitll to it. 

Signed... , 
26. Yes. 


Other devices as well as switches 
are often exposed; e. g., starting rheo- 
stats. I would be in favor of apply- 
ing the same remedy. 

1 Se ee On ere Ae 
27. Yes. 
It does—heartily. 

Yes. 

29. Yes. 

An open blade knife switch is dan- 
gerous and the public should know it. 
Why camouflage? 


ee ee oe Sabie sandenesabnes oe 
30. Yes. 


31. Yes. 
I should like to see safety sw. 
use universal. 


28. 


in 





Signed... 


Square D Company 
1400 Rivard Street 


Michigan 





Detroit _ aa 
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Salesmen I Know 


Successful Dealer Tells of the Strong and Weak Points of Salesmen Who 


O write what my opinion of the jobber’s salesman 
is, why I buy from this one or that one or what 


he can do to help the dealer branch of the in- 


dustry and further 
his interests, puts 
me in a rather pe- 
culiar position inas- 
much as those to 
whom I refer wil! 
read what I have to 
say. However, 
what I may say is 
advanced for the 
general good of the 
industry, and it is 
with this view in 
mind that I expose 
to my good friend, 
THE JoOBBER’S 
SALESMAN, what has 
been in the back of 
my mind for some 
time. 

A good many 
dealers in writing 
such an article as 
this might be prone 
to extend a great 
deal of 
but I am inclined to 
boost the stock and 
compliment the aver- 
age jobber’s sales- 


criticism, 


man of today rather than to depreciate him. 
vears, I have noticed a decided change in the type of job- 
ber’s representative that has been crossing my threshold. 


Solicit His Business 


By FRED J. SCHUETT 
Ricklefs & Schuett, Evanston, Ill. 














“Mr. Hextprvuu’s Errorts in My Benartr Have Sreapiry INCREASED” 


Inthe past five 


ity line. 








« 


Five years ago he would drop in hurriedly, thumb 
over his catalog, ask me what I wanted and get out. 
Little was said to me about service or assistance of any 


nature. Today, 
the man 


from whom I buy 


however, 


seems to regard 
himself as a_part- 
ner in my business 
and conducts him- 
self accordingly. 
By reciting what 
this particular 
friend of mine does 
to help me_ will 
probably _ illustrate 
best what help I 
think a dealer most 


needs and _ wants 
from the jobber’s 
salesman. 

Several years 


ago I used to buy 
from salesmen in- 
discriminately with- 
out much regard to 
his personality, ap- 
pearance, service he 
the 
quality of his 
It was the 
price that inter- 
ested me. Later, 


rendered or 


goods. 


however, I moved to a locality in which I must cater to 
people with the most fastidious tastes. 


I needed a qual- 
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It was about this time that Mr. Helpful (we'll call 
him) dropped in. I wasn’t much impressed at first and 
told him I didn’t need anything. He was very courteous 
about my turning him down, wished me luck and left. 
He dropped in on just such a visit as this once a week 
for an entire year. 

At the end of the year I had begun to like him, and 
his attitude of good will and persistency impressed me. 
“The steady dropping of water will wear away the hard- 
est stone,” they say. So I gave him a small order. The 
service he and his company gave me on this order was 
splendid and the quality of goods was in keeping with 
the tastes of those I catered to. Consequently he re- 
ceived orders from me regularly, always increasing in 
size. 

Mr. Helpful’s efforts in my behalf have steadily in- 
creased until they have become quite valuable to me. 
I now can place implicit trust in him. If I happen to 
be out at the time he calls he goes through my stock, 
straightens it up and, if I really am in need of any- 
thing, he writes up the order and sends it in without 
my signature. He’s usually right in his calculations and 
we seldom come to differences. If I don’t agree with 
him, I can easily get in touch with him, but I don’t 
remember of a case of this kind where I’ve had to cancel 
any part of the order. 

Still another occasion upon which he proved of assist- 
ance to me was one afternoon during a rush season 
when the store was filled with customers. He happened 
in at this moment and without a word to anyone took 
off his hat and proceeded to wait on the trade. He sold 
a toaster stove. 

Mr. Helpful always has the latest market dope for me 
and the information he brings usually turns out to be 
correct. If he finds that shipments of irons or vacuum 
cleaners are slow and that my stocks are low, he advises 
me to buy, or, if he feels that a demand for some par- 
ticular appliance is due, he will advise me to order 
heavily. I take his advice and haven't gone wrong yet. 

In direct contrast to this a great many salesmen who 
have called on me, even recently, wade through their 
massive catalogs and price books and waste a lot of time. 
Besides they never seem to think of offering any of the 
above mentioned assistance. I like Mr. Helpful for the 
reason that he seldom has to use his price book; he 
knows his line, has a fairly good idea about shipments 
and can tell me prices without tumbling over his books. 
Consequently, little time is lost. 

He also seems to know how the various devices he 
sells are constructed. If anything is wrong with some- 
thing I have or if there is some feature I want to know, 
he can tell me about it. He can tell me with little 
hesitation the cost of operation per hour of his appli- 
ances. It is evident that he has studied them. Ques- 
tions of this nature are the first that are fired at me by 
customers and I naturally like to be kept well informed. 

Further than these things, Mr. Helpful has frequently 
offered his services to me in the evening and on holidays. 

The jobber’s salesman is in a better position than 
anyone else to assimilate ideas on store arrangement, 
window trimming and merchandising. Mr. Helpful seems 
to have been one who has taken advantage of this op- 
portunity and, though I myself was for some years sales 
manager of a large manufacturing concern before becom- 











ing a dealer and think I know something about these 
things, I have received suggestions of merit from him. 

Personality has a great deal to do with the making of 
a good salesman yet the man that I would buy from 
first is the one who knows his line, the one who is out 
to render a service to the dealer and be something more 
than an order taker. Mr. Helpful’s personality is prob- 
ably the least striking of all the six jobbers’ salesmen 
who still call on me, but we all like him because he’s a 
regular fellow, full of pep and out to be of some use 
aside from running away with orders. 

Of course, Mr. Hepful has the advantage of represent- 
a quality house. I have found that it pays to concen- 
trate my buying as much as possible and make price the 
secondary consideration in any purchase I make. It has 
always proved to be true in my experience that it is 
from the quality jobber that I get the honest-to-good- 
ness service. 

I have told why I buy from this particular man, but 
now I'll cite an instance of the kind of man I will not 
buy from. Recently a salesman called on me selling 
toaster stoves. He said shipments were slow on these 
articles and that, if I wanted to receive my shipment 
within the next 60 to 90 days, I should order then. Well 
I took him at his word and ordered. That was on a Mon- 
day and I received my shipment the following Friday, 
long before they were needed or wanted. He misrepre- 
sented his proposition and didn’t tell the truth. He'll 
never receive a very encouraging reception at my hands 
if he calls again. Mr. Helpful tells the truth—another 
reason I buy from him. 

There is another something, too, which the jobber’s 
salesman might do to materially help the dealer that 
isn't being done at present to my knowledge; that is, 
help organize the dealers in the various localities in his 
territory into co-operative clubs. I have taken this very 
task upon my shoulders in my city but with little success. 
I think they would listen to the jobber’s salesman when 
they wouldn’t to a competitor. 

[ have discontinued my contracting business and now 
confine my efforts entirely to the sales of fixtures, ap 
pliances and other electrical specialties. In our city. 
we have several electrical contractors. One day I called 
on one of them and told him that if he’d send his cus 
tomers who want to buy electrical fixtures to me I’d turn 
over all wiring jobs I had come my way to him. I have 
repeatedly done this and not a half hour before the time 
I write this I sent him a job. But has he ever recipro 
vated as agreed? No! If we could all work in harmony, 
each functioning in our own proper way it would be 
better for the public, better for the dealer and contrac 
tor and better for the jobber and his salesman. 

I realize that the jobber’s salesman has much to do 
but I think it would be to his own benefit to aid in putting 
across a club movement in every locality to eliminate 
these grasping tendencies that are very apt to injur 
our progress. Druggists, plumbers, dentists, physicians, 
and what not, in my city all meet in separate groups 
once a week at luncheon. They profit by it. Why can’ 
we? 

In winding up let me say that the jobbers must stop 
running retail stores if they want or expect us to progress. 
The public can’t go to a wholesale grocery, drug or 
(Continued on page 88) 
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Answer to This Question the 
Formula for Getting a Raise 







What Is Your Net Value? 


Many Factors Enter Into a Consideration of Your Worth 


By FRANK B. RAE, JR. 


HAVE noticed that most of the stuff written for, at 
I and to salesmen, and especially the stuff written for, 
and impel them to hustle harder so as to make more money 
Nothing is said—or very little—on the 
(to them) more important subject of making more money 
for themselves. It seems to be taken for granted that 
if they make more money for the house they will natural- 
ly make more money for themselves, which is beautiful 
in theory but not always inevitable in practice. 


at and to jobber’s salesmen, is designed to inspire 


for “‘the house.” 


In writing this article which has for its general title 
“The Gentle Art of Getting a Raise,’ I expect that I 
will be making myself very solid with a lot of fellows 
who succeed in fattening the old pay check as a result 
of my good advice. All tokens of appreciation may be 
sent me in care of the editor of Tur Jopper’s SALESMAN. 


On the other hand, certain hide-bound—or perhaps 
I should say, purse-bound—employers may consider this 
advice to be a bolshevistic attempt to gyp the bank bal- 
ance. Wrong. For if my suggestions are followed by 
employers as well as employees, they will discover that 
they are harboring certain job-holders of the boll weevil 
species and the money saved by eliminating these para- 
sites from the payroll will more than equalize the split 
they make with the deserving salesman. 


With which solemn introduction, I proceed with my 
knitting. 





Getting a raise is a matter of 











salesmanship. 








The kind of salesmanship needful 











to employ in getting a raise depends upon conditions of 
the market, just as in selling any commodity. Organized 
labor endeavors to dictate wages by the ancient and (in 
other lines) illegal method of “cornering” the supply. 
Get all the labor in a certain industry or craft into an 
organization and you can get the last drop of blood out of 
the people who have to buy that labor. Which is exactly 
the principle behind a wheat ‘“‘corner’—the man who 
owns all the wheat in the world can dictate the price. 


This method doesn’t take a very high grade of sales- 
manship. And fortunately, this method is seldom applic- 
able to adjusting salaries. The goof who goes into the 
front office and demands a raise under threat of quitting 
or going over to a competitor and taking the trade with 
him, is generally told to go to - - - with the boss’s profane 
blessing. Customers who “belong” to a salesman are 
very poor customers to have on the books, and sales- 
men who use hold-up methods are very poor emplovees 
to have on the payroll. 

Equally, the method of hustling hard and sitting tight, 
in the hope that the boss will voluntarily boost one’s 
salary, is far from the practical ideal. There are bosses 
who are looking for a chance to give their men a bigger 
split, but as a general proposition these bosses are about 
as common as customers who want to pay more for mer- 
chandise. You know the breed: “Billy,” they say when 
you call with the little old dope book, “You're not asking 
enough for BX. I need a carload of the stuff, but you're 
ten per cent under the market and I'll have to insist upon 
We've all met in 


your quoting me a higher price.” 








“There’s a Heluva Lot of Reasons Why You Should Not Get More Pay and Just One Reason Why You Should” 
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dreamland customers who do this, just as we've all 
dreamed of employers who insist upon sweetening up the 
Saturday night envelope, but in the cold dawn of the 
business day, most of 

these dream-folk fade. 








“shade” turned out to be exactly the profit on the goods, 
so that in the end the firm turned over something like 
$100,000 without making a copper kopek. The salesman 
who bases his claim for 
an increase upon gross 





Which brings us down 
to the practical proposi- 
tion of “selling’’ our boss 
the idea that he ought to 


* * * 

In every business 
transaction there is one : 
acid test to apply—what salesman s value. 
is the NET value? 

When you go into the 
front office to ask for a 
raise, you must be pre- 
pared to tell the boss 
your net value to the 
firm. Are you prepared 
right now to do this? 
Do you know—or can 
you make any sort of 
close guess—what your 
work is worth? Until 
you can, don’t start any- 
thing. When you can, go 
the limit. The more ac- 
tual facts you can pro- 
duce to prove that you're 
worth more, the better 
the boss will like it. 





Apply This Acid Test 


Say a eee S ALARIES are—or should be—based 

| on an employe’s net value to the firm. so low as to cause th: 
Here are the factors that enter into a 
Can you determine 
your own net value? 

Amount of gross business, margin of profit. He may stand 
profit on business taken, credit condition 
of customers gained and retained, value of 
customers lost through salesman’s fault or and shoulders above in 
negligence, expense of getting business, 
thoroughness with which the territory is 
worked, prestige of the firm in the ter- 
ritory, thoroughness with which firm’s 
policies and new lines of merchandise have 
been “‘put across”, amount of office detail 
and “grief” involved in business secured, 
thoroughness and efficiency of reports and 
correspondence, personality of the sales- such knowledge may 
man, opportunity for growth with the 
firm, and salary paid. 


business that pays no 
profit is in for a jolt un- 
less the boss is blind. 


On the other hand a 
man whose gross may be 


house to criticize him, 
may have the comeback 
that every dollar of sales 
carries the maximum 


far down the list of total 
sales, but may be head 


the matter of net earn- 
ings. It is evident, 
therefore, that a knowl- 
edge of profit-margins is 
essential both to the mar 
who has a large gross 
and the man whose gross 
sales are comparatively 
small. In the one case 


save him from making a 
fool request for pay 
which he hasn’t earned, 
; and in the other it may 








The factors that enter 
into a salesman’s value 
to the firm are: amount of gross business, margin of 
profit on business taken, credit condition of customers 
gained and retained, value of customers lost through 
salesman’s fault or negligence, expense of getting busi- 
ness, thoroughness with which the territory is worked, 
prestige of the firm in the territory, thoroughness with 
which firm’s policies and new lines of merchandise have 
been “‘put across,” amount of office detail and “grief”’ 
involved in business secured, thoroughness and efficiency 
of reports and correspondence, personality ofthe sales- 
man, opportunity for growth with the firm, and salary 
paid. 

Every one of these factors must be weighed, appraised, 
evaluated. There are debits and credits to be considered 
in connection with each factor. If a salesman has the in- 
telligence, vision, guts and honesty to thoroughly analyze 
every one of these considerations, and the courage to take 
his analysis to the boss for discussion, revision and action, 
he will either get the raise he deserves—or he will get 
fired. 

Gross business is not the basis of figuring values, any 
more than tonnage. As well judge a man by the weight 
of his sales as by the gross amount in dollars and cents. 
The story recently got into print of a wholesale grocery 
house that paid a man a huge bonus for increasing his 
gross business several thousand per cent, only to find that 
the increase had consisted of sugar on which the firm 
lost money on every pound. Another case was a salesman 
who got a huge order by shading the price, and the 





enable a highly profitable 
salesman to get a fairer 
and more equitable split. 

There is almost as much difference in the value of cus- 
tomers as in the value of salesmen. A man who buys large 
amounts at the closest price and then puts in claims for 
all sorts of allowances, is oftentimes a liability. The 
time spent in squabbling, or in keeping him sweet, or in 
straightening out the tangles he causes, might amount to 
much more than the profit. The customer who stalls his 
payments, who takes unearned discounts and then holds 
up the whole payment while the disputed item is argued 
over, in reality is borrowing money from the firm without 
paying interest. On the other hand, a half dozen small 
accounts in which the purchases are made at the long 
price, on which the money arrived when due, and about 
which there is no letter writing, wrangling and grief, will 
pay a goodly profit in the course of the year. 

All these facts must be weighed when you apply for 
that raise. If you have neglected a flock of little, high- 
profit customers and have gained one big trouble-maker, 
your trade doesn’t look so good to the boss. While you 
“point with pride” to the business you have gained, he 
“views with alarm” the havoc the new hyena has wrought, 
and remembers the fat little profit that he used to get from 
the smaller buyers. 

You don’t often hear this word ‘thoroughness’ 
the jobbing game, but it sums up the difference betwee! 
the business man and the in-and-outer. An in-and-oute! 
is one of those babies who dashes past three orders tv 
(Continued on page 82) 
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The “J.P.” Seizes an Opportunit 


How a Little Old Foot-Candle Meter Made a Good Customer 


By E. D. STRYKER, JR. 


HE downtown office of The Electrical Contractors, 

Incorporated, showed very clearly that the busi- 

ness had grown by leaps and bounds. From its 
very inception, fortune had favored it—demand was 
strong and competition was a minus quantity. The nearest 
brother contractor was some thirty miles away, in an- 
other manufacturing district which kept him so busy that 
it never occurred to him to encroach on the fertile terri- 
tory of the Electrical. Hence the business had grown 
so rapidly that the Junior Partner had neither the in- 
centive nor the leisure to think of glass-enclosed private 
offices with mahogany furniture and rugs, or even an 
office boy. For he was the outside man and a live wire 
on illumination. 

The Senior Partner, on the other hand, had often 
thought of such things—with consternation. He had 
provided the financial backing and was the self-consti- 
tuted tightener of the purse-strings. He was receiving 
an unusually large return on his money, so for the present 
he considered further outlay an extravagance. 

A glance at the combined office and show-room pro- 
duced a_ riotous 
impression of 


small motors, 


XN 


fans, a washing 





on the much battered railing which distinguished the 
ofice from the showroom, while four china plates of 
dubious lineage carelessly placed in one corner of the 
show-window bashfully offered to the public samples of 


his coal. 

The Senior Partner had been relating with much gusto 
the biggest fish story on record and offered ,as proof no 
less an authority than his friend the fish-and-game 
warden. The local coal man was casually lighting a new 
Chesterfield from the last quarter inch of an old one 
when the Junior Partner effected a rather jaunty en- 
trance. : 

“Better borrow his new kodak and bring back real 
proof next time,” suggested the local coal man while the 
Junior Partner unslung a neat black leather case from 
his shoulder. 

“In the first place, it isn’t a camera—and in the second, 
I wouldn’t trust him with it if it were. It happens to 
be a new meter with which to measure the amount of 
light.” 

“Boy, page the keeper of his meter collection, and 

announce the ar- 


rival of a new 
candidate,’ ob- 
served the local 
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tion for the meetings of the Security Building and Loan 
Association on Tuesday and Thursay evenings; the other 
five nights of the week a 10-watt lamp blazed in solitary 


glory. The local coal man, who was permitted to add 
his mite in the form of desk-rent, still anchored his feet 


man. “Have to get an errand boy for special delivery 
service.” 
“Another of them new-fangled things. As I was sayin’ 
that bass weighed all of ss 
(Continued on page 70) 








































































too, as you'll see. 
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Reporter's note—Here is a man whose great interest in the 
mechanical aspects of his work has lead to his developing a dif- 
ferent-than-the-usual conception of selling which all salesmen, be- 
ginners and veterans alike, will be the better for understanding. 
Like many other things whose very obviousness acts to prevent 
detection, and yet appear as things we have known always, once 
they have been pointed out to us, these ideas will make a place 
for themselves in the reader’s mind at once. And hre they are. 


é¢ OOD morning,” he said pleasantly. ‘It will be 
five minutes perhaps before I am ready for 
you,’ indicating several telegrams that had 
just been laid upon his desk, “but I wanted you to come 
in at once and have a look at these maps before beginning 
our discussion. See what you make of them.” 

They were outline maps of the United States divided 
variously into sections by overlays of flat transparent 
colors, the key to the meaning of the colors appearing 
in a space allotted to that purpose. And the evident 
service of the 
maps was to por- 
tray graphieally 
the sales obstacles 
and progress made 
in the different 
territories. For 
example, red in- 
dicated unde- 
veloped territory; 
yellow, just 
opened territory ; 
and blue, territory 
where the house 
was well estab- 
lished and the 
problem consisted 
in getting a satis- 
factory volume. 
Other maps _indi- 
cated additional 
vital information. 
It was plainly evi- 
dent that this man 
looked upon his 
business undertak- 
ings in much the 
same light that an 
engineer might 
view the levelling 
of a hill or the 
building of a dam. 
I prepared for an 
interesting  inter- 





view and got it, 


Different Than Usual 


Methods of a Successful Salesman Which Depart from the Beaten Path 
By INTERVIEWER 








“Now about those maps,” he said, dismissing the gir] 
with the answers to the telegrams, “‘there is nothing there 
which is not clearly pictured in my mind; they were 
made, rather, for the purpose of making those things 
clear to some of my associates. This, you know, is a 
young company and some of our directors did not prop- 
erly understand the difficulties to be met with in getting 
started. The maps have helped make those points clear. 
But suppose we forget them for the time being and I'll 
explain my ideas about selling. They'll be clearer to 
you then. 

“From reading THe Jopper’s SaLesMAN, I believe I 
understand the lines you would have me follow in this 
talk, but I must begin by taking exception to the one 
point concerning which all the men so far interviewed 
are agreed and regarding which you seem to be of the 
same mind. I mean, of course, this idea that a shocking 
experience of some 
sort is needed to 
catapult a man 
out of the rut of 
wrong selling 
methods and _ into 
a better way of 
doing. Perhaps | 
am ‘the exception 
which proves the 
rule,’ but, be that 
as it may, that has 
not been my expe- 
rience. In _ fact, 
such progress as | 
have made had 
been by working 
scrupulously to the 
lines I laid down 
for myself in the 
beginning. How- 
ever, I’m only too 
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willing to believe 
that my turnover 
in methods is yet 
to occur; here's 
hoping. 

“You see, | 
come from a fam- 
ily of engineers 
and I started in 
life by carrying a 





chain up in_ the 
lumber country. 
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ally for me to view my undertakings from an engineering 
point of view and reduce everything to terms of time, 
power and materials. And when I determined to break 
away from the family tradition and embark on the sea of 
selling I quite naturally plotted out my work in advance, 
as the best means of anticipating its difficulties and pre- 
paring accordingly. 

“Without previous experience in selling I decided, 
nevertheless, to make my venture in the electrical jobbing 
field; and the dickens of a time I had of it getting an 
opening, too. 
ing to work practically for nothing I finally secured the 


No one wanted a green man, but by agree- 


opportunity to represent a small house located in the 
middle West. 
territory allotted me was just about the worst imaginable 


I was too inexperienced to realize that the 


and that I was pitting myself against terrific odds, and | 
set about planning my work with a happy heart. 

“T had studied diligently everything pertaining to sell- 
ing that came my way and really had quite a smattering 
of—pure theory. I could talk as glibly as the best about 
the ‘steps in a sale’ and I really had done a lot of hard 
grinding in order to acquaint myself with the service and 
merchandising points of the goods I had to sell. I spent 
an entire summer studying things electrical and, if I do 
have to say it myself, I knew my goods. I don’t give 
many men the road in a test of those things to this day, 
either, although some of our salesmen do crowd me pretty 


hard. 


“In all that I had read about selling, however, there 
seemed to be something missing. I felt as I have occa- 
sionally when, after starting away hurriedly on a hunting 
trip, the conviction has come that something vital to com- 
fort had been left behind. The things I had read were 
good as far as they went but they did not inspire me with 
the proper feeling of confidence in the outcome; I some- 
how could not see my undertaking in the light that I 
wanted to see it in. My father, observing my perplexity, 
suggested that I discuss the problem with him, and I lost 







no time in doing so. He had a draughting table in his 
den and we repaired there to have our confab. He had 
made no secret of the fact that he was disappointed over 
my deserting the field of engineering but he did not put 
any stones in my way; but knowing his attitude I had not 
discussed my projects with him in detail. I realized very 
quickly, though, that I would have been better off had I 
done so; his very first remarks gave me the key to the 
things I had been missing and that had prevented me 
from viewing my work in its proper light. 

‘“““Now as I understand it,’ he said, ‘you have a terri- 
tory wherein reside so and so many people and so and so 
many dealers whom you are required to secure as custom- 
ers for your house. The goods you have to offer sell well 
elsewhere and at the same prices you must ask; the people 
and the dealers, of course, are the same there as else- 
where. So it seems to me that the whole question boils 
ability- 
going to 
In 
its fundamentals your problem is ne different than that of 


down to a problem in engineering—how much 
how much time—how much power or energy are 
be needed to accomplish the results you must have. 
tunneling through a mountain; can the requisite time, 
power and materials be had at a figure that will make the 
job profitable at the price you are to get for doing it? It 
boils down to about that same thing. You must spend a 
certain amount of time and a certain amount of energy in 
effecting a sale, and we can let your ability as a salesman 
stand in place of the materials required in the engineering 
job. Your materials—understanding of the art of selling 

are available in unlimited supply at only the cost of 
learning those things; so you have an advantage on that 
score to begin with, because you are not lazy and you 
think straight and any man who possesses those attributes 
So the 


question comes down to one of how best to make use of 


can master any subject that he puts his mind to. 
time and power. There is where vou can affect the econ- 
omies or permit the leaks that will make or break you, as 
the case may be.’ 


(Continued on page 6+) 
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nounced in the November issue. 





Salesmen or Ordertakers—Which? 
—$25 Prize for Best Reply— 


N spite of the very obvious developments that have taken place in the electrical job- 
bing field, there are still some unobserving—or should we say antiquated—manufac- 
turers who consider jobbers’ salesmen as order takers. ‘THE JOBBER’s SALESMAN overlooks 
no opportunity to refute such implication. We know that the demands of the present day 
Jobber call for the highest type of*salesmanship and no little credit for the very substan- 
tial progress made in the industry during the past few years is due to the salesmen of the 


We are prepared to give the widest publicity to the position of the jobbers’ salesmen. 
Here is your chance to answer these unfair criticisms. Write us a letter telling why you 
are a salesman—not an order taker. Base your letter on a personal experience if possible. 

A cash prize of $25 will be paid for the best letter submitted and $10 for the second 
best. One dollar will be paid for every letter suitable for publication. Awards will be an- 
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Merchandising 


Better Light to 


Merchants 


Helpful Suggestions for the Lighting Salesman 
By W. E. UNDERWOOD 


T has been said that selling goods to salesmen is as 
I easy as taking candy from a kid. There’s a grain 
of truth in the statement because a salesman, in 
seeking out the merits of his own line, gains the knack 
of quickly appreciating the good points of other lines. 
By the same logic, it is comparatively easy to sell 
lighting improvements to merchants because they can 
readily understand why it is that good illumination will 
boost business for them, with a consequent increase in 
profits. 


There are two broad roads open to you in selling store 
illumination. One is a wide, straight highway—personal 
salesmanship directed towards the merchant who needs 
better light. The other road is a detour, but it brings 
you to the same destination and consists of getting the 
contractor-dealers whom you supply with lighting equip- 
ment to go out actively and in the right way to round up 
store lighting business. 

In either event you must know how to sell store light- 
ing effectively and what changes to make in the old in- 
stallation, after you have clinched the sale. If you are 
selling to the merchant direct, you will put this knowl- 
edge into practice at first hand. If you are depending 
on the contractor-dealer to make the sale, it is up to you 
to pass along to him your special knowledge in this field, 
together with a good, stiff dose of enthusiasm. 

The first thing for the contractor-dealer to do, who is 
going gunning for store lighting business, is to light up 
his own store in the most approved fashion, not only as 
an example to other merchants, but as a token of his 
own faith in what he has to sell. 

The basic principle in selling anything is to make the 
prospective buyer want it. “Arousing Desire” is the way 
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“Jusr Convince Mr. MercHANT THat By Improvinc His Ligut1nc You Can MAkeE THE Op Casu Recister R1nc More FREQUENTLY. 


they put it in the books telling how to become a ten 
thousand dollar salesman—in ten easy lessons. Now its 
a fact that you can talk until your tongue drys up and 
your throat is so parched that even 2 percent tastes like 
the real stuff, without making a merchant want lamps or 
lighting units. You've got to forget all about the me- 
chanical means of obtaining good light and talk only 
about better illumination and what it will do for the 
merchant towards making his store more profitable. Just 
convince Mr. Merchant that by improving his lighting 
you can make the old cash register ring more frequently 
and you'll sure get his interest, for the tinkle of the cash 
register sounds sweeter to his ears than Galli Curci, the 
Six Brown Brothers or any other melody in the world. 
Once you have progressed this far and have gained the 
merchant's confidence that you can deliver better light- 
ing, he won't care a hoot what lamps or lighting equip- 
ment you carry or what they cost—and he’s quite right. 
He looks to better illumination for results and to you 
for the means. He doesn’t pretend to be a lighting 
expert. If you can deliver what you offer, he’s quite 
content to trust to your judgment and to pay handsomely 
for the service. 

We used to read in Caesar’s Commentaries that “all 
Gaul is divided into three parts,’ so likewise is store 
illumination. First, there’s the store front or exterior; 
then the display window, and finally the store interior. 
Each division is separate and distinct, calling for a 
different kind of lighting equipment and a different 
method of treatment. 

The exterior illumination is purely for advertising 
purposes, something to set the store apart from surround- 
ing stores and competitors, something that will be visible 
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for a considerable distance and which 


identify this particular merchant to the people in his 


community during the evening hours. 


The store window should be the merchant’s strongest 


A taste- 
fully trimmed, well 


sales ally. 


lighted window 
sell 
and 


does actually 
merchandise 

the window is every 
becoming a 
more _ important 
selling factor be- 
cause nearly every- 
has become 
or less of a 


day 


body 
more 
“window shopper.” 
You’re one yourself 
—how about the 
nifty neck-tie you 
saw in a store win- 
dow last week? It 
looked so good that 
your ardor wasn't 
quenched when the 
clerk asked three 
hard earned plunks 
for it. When you 
got home with your 
purchase, the wife 
probably said it re- 
sembled a Norwe- 
gian sunset or a 
fried egg and that 
no other man, ex- 
cepting possibly a person of color, would be caught dead 
with such a loud, hideous atrocity. But never mind that 
part of it—let’s get back to the display window. You'll 
have to admit that it was a pretty smooth salesman, now, 
wasn’t it? With a selling force as powerful as a good 
window at his command, the merchant is guilty of crimi- 
nal business negligence if he doesn’t make it work for him 
nights as well as days. And the only way to make it work 
overtime effectively is to light it so well during the even- 
ing hours that it will lose nothing of its daytime sales 
punch. 

The illumination of the store interior, likewise is im- 
portant. Here also, good light adds to the appeal of 
good goods. It hastens sales. It has a cheering effect on 
customers and store employees. It is one of the recog- 
nized ear-marks of a progressive store. It is a guarantee 
in itself of honest goods, because flawed or shoddy stuff 
can’t stand examination under good light. 

There are several different, successful ways of selling 
store illumination. The brand new store, calling for new 
lighting equipment throughout is gravy for you. Usually 
the merchant who is building or leasing a new store is 
as proud of it as a kid with a new air rifle. An appeal 
to his pride and to the profit he may expect from install- 
ing the best illumination that money can buy will sell 
iim nine times out of ten. 


Selling better illumination to the old store, which is 
not well lighted, calls for salesmanship of higher caliber. 


will serve to 





“No Orner Man Exceptine Possisty A Person or Coton Wovutp Be CAUGHT 
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For example, here’s the way one jobber’s salesman has 


made a killing on store lighting equipment sales. Inci- 
dentally he has made himself so solid with the contractor- 
dealers in his territory that no other jobbing house seems 


to have the ghost of 


a chance to sell 
these dealers any- 
thing which they 


can get from this 
one salesman. 
Almost any even- 
ing after his supper 
is fairly settled, he 


takes a_ leisurely 
stroll along some 
business street or 


section, ‘jotting 
down in a loose leaf 
book the 
names, locations 


note 


and kinds of stores 
which have poorly 
dark 


Into his 


lighted or 
windows. 
note book goes also 
a little story about 
each lighted store, 
such as number of 
display windows 
with approximate 
width, height and 
depth of each; 
number of lamps, 

size and kind; 

flector equipment; 
note as to whether window is dim or glaring; whether 
there is a well lighted store adjoining, etc. 


re- 


Armed with this prospect list and with the facts about 
each store, he goes, the next day or next time he makes 
the town, to his local contractor-dealer. 


“Bill,” says he, ‘‘there’s a pot of money waiting for 


you right here in Burgapolis.” “Wish I were in your 
boots and had your chance to clean up the cash.” 
“Shoot!” “Spill it,’ chirps Bill, “you interest me 


strangely, brother.” 


Then the sales laddie flashes his note book and list of 
prospects. Before he gets through, he has persuaded Bill 
to brighten up his own store window and then to put on 
a mail campaign featuring better store window lightinz 
to names selected from the new prospect list. Most of 
the material for this mail campaign, such as the wording 
of the letters, imprinted literature and other advertising 
help can be obtained free from the manufacturers of 
lighting equipment whose goods Bill handles, so that his 
only expense practically is for postage, letterheads and 
envelopes. The jobber’s salesman gets Bill to agree 
to call on each of these prospects as soon as the mail 
‘ampaign is well under way and he holds Bill down to 
just one activity—store window lighting with Daylight 
lamps and proper reflectors. He gets Bill to make up 
a demonstration outfit and Bill is tactfully coached on 
how to sell better 


(Continued on page 75) 


illumination and how to install it. 
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WO traveling men strolled out of the hotel wash- 
room and started for the dining-room. Suddenly 

the man in the light suit jerked his companion’s 
“Wait,” he said, “there’s old Hardluck Sam, full 
Let's eat with him.” 


sleeve. 
of woe. 

Hardluck Sam pushed away the sheet of paper on which 
he had vainly tried to put words of cheer for the home 
folks, threw down the pen he had been chewing and ex- 
tended a limp hand to his friends. “What now, Sam?” 
said the man with the gold tooth, “whose fuses did you 
blow this time?’’ Hardluck Sam shook his head wearily. 
“I’m just starting out after being on a vacation,” he 
said. “Come on in to the trough and I'll tell you about 
i.” 

“Well, boys,” he began, between the soup and the fish, 
“T guess Phil told you how I cleaned up on stage money 
a while back, and believe me, little did I dream that 
next inning it would be Sammy saying: ‘Good-morning, 
Judge.’ 

“Yes, I’m lucky I ain’t looking for a soft place on 
the rock to hit with the hard side of the hammer. To 
tell it right I'll have to go back a little. About a 
vear ago I went on a three weeks’ bat that broke all 
records, and all I got out of it was bankruptcy and a 
case of snakes that made Hagenbeck’s Animal Show 
look like common barnyard stock. 

“IT come through it at last looking like they hung 
me but the rope broke, and right there I was off of drink. 
[ didn’t sign no pledge, but it was understood between 
me and I that it would be a long time between drinks, 
whether the governor of N. C. liked it or not. If a 
friend would pat his hip and wink, I’d be a block away 
At last I got so I could look 
whiskey in the face and hear a seltzer bottle buzz with- 
out thinking of rattlesnakes. Then I woke up to the 
fact that, like the foolish grasshopper, I had failed to 


before the echo died out. 


bury anything for a dry spell. 

“Of course I knew a lot of thrifty ants, but where 
they used to be as loose as ashes with it, now they 
tightened up like the skin on a drum. Then it began 
to sink into my skull that, because I couldn't get it, 
I wanted it worse than ever. So it was that, a couple 
ef weeks ago, when Gilroy invited me to a big hooch 
party at his shack, his wife being away, I took him up 
so quick it made him dizzy. 

“As I said, I was on a vacation, and the wife being 
sick of me I had no trouble getting a night out. The 
party was set for Friday night, and when I pulled up 
to Gilroy’s place you would of thought it was a wake. 
Eight birds sitting on the edges of things, and looking 
like they was waiting for their numbers to be pulled 
in the draft. Gilroy was teasing em, and hadn’t said 
a word about a shot. Finally he says: ‘Well, boys, how 
about a little music?’ Nobody stirs. Gilroy just laughs, 
and lets down the whole side of the piano, and, oh, man! 
there was everything from soup to nuts in the line of 


Adventures of Hardluck Sam 


Our Hero Takes a Flyer in Private Stock 








liquor. Music! say, them ale-hounds gathered around 
that upright like buzzards over a dead cow, and inside 
of ten minutes we had a casualty. One of the bunch 
tried to inhale a whole gin-fizz in one sniff. 

“Well, it wasn’t long till the gang was popped to the 
core and acting like longhorns in flytime. It was all 
kings and aces till some lop started a fanning-bee about 
the Cubs and the White Sox. Now that wasn’t no nice 
way to do, with the crowd all lit up on Gilroy’s tangle- 
foot, half of ‘em daring a Second Looey to show his 
face, and the rest wanting to go out and kill a few police- 
men. 

“The Cub fan was real chesty. ‘I’m for the Cubs!’ he 
yelps, ‘t’ell with the Sox! Willie Mitchell wouldn’t trade 
Alexander for the whole American League. Put that 
in your book, you Halsted Street!’ But the Sox fan, he 
could go some too. ‘Listen, you big plow-jockey,’ he says. 
reaching for a dead soldier, ‘the Sox plays ball that ain't 
in any book. They can wallop that bunch of bushers 
you call the Cubs a double-header every day in the week, 
with a batting average of eighty-eight and a one-eyed 
man in the box! Don’t let that slip your brain, you 
blanked-blank, fuzzy-muzzled, barrel-house bum!’ 

“That was plenty. Them two went to the floor like a 
brace of bulldogs, everybody took sides, and from then 
on there was something coming off all the time. Some- 
times it was hair, sometimes collars and ties, but mostly 
it was noise. It sounded like somebody threw a buncli 
of firecrackers into a dog-fight. Gilroy yelled at ‘em 
to stop, when he seen it was no use, he paddles from 
behind the piano, a bottle in one hand, the ice-pick in 
the other, and a look on his map like the heavy villian 
in East Lynne. Somebody beaned him with a bottle 
of cognac, it rained booze and broken glass for ten 
minutes. 

“T would of made my getaway, but some yap stepped 
on my fingers as I was crawling into the hall. I stuck 
my teeth in his leg, and there we was. All of a sudden 
some guy hollers: “The cops!’ We scattered like birds, 
but no good, I got about eight feet when some bull broke 
a night-stick over me. I didn’t take much interest after 
that, but when they threw me in the wagon, I seen Gilroy 
playing Jew Jits with a red-headed cop and getting the 
worst of it. 

“They stuck us in the hoose-gow while Gilroy went bail 
for the bunch. Then, after telling us to come down in 
the morning and be shot in the neck with ten and costs, 
the Captain turned us loose at four A. M., with no place 
to go but home, and all too soused to get there.” 

“Well,” said the man with the gold tooth, wiping the 
tears out of his eyes, “it came out all right anyhow. 
“Yes,” admitted Hardluck reluctantly, “and I learned 
a wonderful lesson from that free-for-all. When you're 
among a bunch of red-hot baseball fans, you’re just as 
safe as if you were bumming around a powdermill with 
a cigarette ' 


” 
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Pictorial Review of Electrical Developments 








Master relay, repeating relays and _ wireless 
receiving apparatus by which the time is regu- 


‘ > . ake ape > » F > *lay at 
—f- lated. <A clock ope rates the master relat 
Arve i i the right which in turn operates the many 
AL —_— smaller repeating relays, which send the time 
* ; over the various wires. 
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Giant French searchlight which illu- 
minates old Mouse castle in the village 
of Wellnich on the Rhine. Mouse cas- 
tle appears in the background. 
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One of the 
great bridges 
over which passes 
the electrified sec- 
tion of the C. M. 
& St. P. railroad. 
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Fire prevention and fire fighting are subjects 
of dominant interest to any municipality. Elec- 
tricity plays a major role in both. Above is 
shown how Chicago firemen receive instruction in 
the use and operation of fire boxes. 






During the war many precautions 
were taken to warn the inhabitants 
of New York in case of Boche air 
raids. Above is one of the large 
double-head sirens used for this 
purpose. 


It is being found that the wire- 
less telephone and telegraph can he 
put to a variety of uses. At ‘the 
right is illustrated how England 
uses the wireless telephone in con- 
nection with fire. fighting. Com- 
munication can immediately be es- 
tablished between the scene of ac- 
tion and headquarters. 
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T Tr +O BB £ Reso) SAT tSMAN 















Pictorial Review of Electrical Developments 








Shortage of farm help requires available hands to 
work overtime. Every moment must be worked to ad- 
: x : ea / vantage, thus causing night farming. Above are shown 

Chicago is so used to strikes and unionist vacations farmerettes tilling the soil under floodlights with the 
that a little think like a street car strike doesn’t worry assistance of modern tractors. 

Chicagoans any longer. Above is a crowd waiting for 
a non-crowded car—which never came. <A few cars ran 
during the strike. 
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aa Ae =... undertaken to re-educate soldiers incapacitated 

in the World War. The great reconstruction 

During the war, Washington ordered that the country’s largest plant at Colonia, N. J., includes provision for 

radio plant at Challos Heights, San Diego, Calif., be placed under every sort of training. Above is a crippled 
careful guard. Accordingly, a seven-foot barbed-wire fence was veteran learning electrical engineering. 


erected around the plant and charged with 30,000 volts of elec- 
tricity. ‘Fhe barrier was guarded day and night by soldiers. 





As it is and as it used to be. At the left is shown the latest method of hauling in great industrial plants—a 
small electric truck which derives its power from a storrage battery underneath the platform. 
Photos@ U.& U. 
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Number, please! When you hear this sweet request, upon picking up 
the telephone receiver, do you ever stop to think of the intricacies of an 
immense telephone system? Above is a scene in one of the large, modern 
telephone exchanges of today. 


Among pieces of antique electrical ap- 
paratus recently placed on exhibition in 
Washington, was the above old Hertz 
oscillator, the first device for the gene- 
ration of electric waves. It was de- 
signed in 1887. The sale of radio sup- 
plies is fast entering the electrical job- 


bing field. 





How would you like to live in one of these bunga- 
lows on a frigid peak in the Rockies, as caretaker of 
a sub-station? Above is the Janney sub-station on the 
440-mile, electric division of the Chicago, Milwaukee & 
St. Paul railroad. 


This interesting photograph shows a German portable 
searchlight that was found in perfect order in a dug- 
out in the territory occupied by the Yanks after the 
signing of the armistice in 1918. It is one of many 
pieces of interesting electrical apparatus found or re- 
taken by the Americans. 


Electricity has a diversity of uses*and plays parts in daily 
life seldom realized by the layman. Above is shown how it 
assists in pipe-threading in one of our large iron-pipe. fac- 
tories. 








Photos © U. & U. 
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\bove is part of a machine for turning 
musical instrument wires. This picture 
shows the set of harmonic forks actuated 
electrically to get the correct tones. The 


gentleman in the picture is adjusting the 
master 


fork. 
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A new radio corpo- 
ration has been organ- 
ized by the General 
Electric Co., which 
takes over the patents 
of the American Mar- 
coni Co. Above is one 
of the high frequency 
generators, invented 
by Dr. E. F. Alexan- 
derson, a consulting 
engineer of the Gen- 
eral Electric Co., to 
he used in the new 
company’s plant. 
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A unique and interesting electrical 
development during the World War was 
the daylight signal lamp. Above is an 
English corporal sending a message in 
secret code with this portable device. 






Injury by the fall of a rock and being laid up in bed did not deter 


Sam 
Baptist church. 


Pritchard, a miner, from following the services of his local 
By means of the telephonic system illustrated above, 


Mr. Pritchard heard the entire Sunday morning and evening serv- 


ices. 


And he could sleep through it if he chose without being 


bounced over the head as in the days of our forefathers. 


Upon first glance at the 
picture on the right one 
would guess the queer look- 
ing thing is a toy piano. But 

it is the world’s first type- 
writer. At the left, in direct 
contrast, is the latest elec- 
trically operated typewriter, 
by means of which the typist 
can operate three others si- 
multaneously. 
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Thought Stimulators . . » av cmson 


H= is an idea that ought to interest every young 


man who works for a living. 
The worker gets the biggest profit out of any 
job that is well done. 
The profit is entirely aside from the money that changes 
hands in the transaction. 


It is the profit of increased ability, the capacity to do 
more and better work. 

Under the old-time apprenticeship, a boy not only 
worked for a period of years without wages, but his 
father paid a certain sum to insure him the opportunity 
to work. 

The apprentice is practically extinct, and, at times, 
it appears that the idea back of the apprenticeship has 
also disappeared. 

This idea is that the opportunity to work means an 
opportunity to learn. 

A living business is the best business laboratory ever 
devised. 

Our best knowledge is that which we absorb as a re- 
sult of action, work. This is the knowledge that is a 
part of us, just like our hands and feet. We do not 
forget it, as with book learning. It is always ours to 
command. 

I firmly believe that if any young man will get this 
thought deeply rooted in his mind, he will increase his 
chances for promotion one hundred per cent. 

Of all jobs a “soft snap” gives the lowests return to 
the worker, regardless of the salary it carries, for it 
develops habits of idleness, and robs the holder of his 
most valuable asset—the ability to think hard and work 
hard. 

No one can escape this truth, for it is the most obvious 
thing in life. 

* * * 
OURTESY is the springs of business. 

The roads are rocky, and filled with ruts, but any 
business house that is swung on the springs of courtesy 
will ride smoothly. 

Courtesy is a time saver, a money saver, yes, a life 
saver, for no business can live long if it permits dis- 
courtesy. 

A business is like an automobile. 

The fastest going cars, and the cars that last longest, 
have the best springs. 

The trucks, without springs, and without pneumatic 
tires, wear out first and travel the slowest. 

I have in mind a business where courtesy is so deeply 
ingrained in the organization that it is positively a pleas- 
ure to call—even though one sells nothing. 

I never enter the office of this company without feeling 
the better for it. A smile and a pleasant word are ac- 
corded every visitor by every employee with whom he 
comes in contact. 

Does it pay? I never asked, but the business is so ob- 
viously successful that the question is not necessaary. 

Courtesy is always a paying proposition. 

Discourtesy is always a losing proposition. 


I do not mean that success cannot be achieved without 
courtesy; but I do claim that a success so achieved re- 
quires double strength, double effort, and that its founda- 
tion is so insecure that it will crumble at the approach of 


a courteous competitor. 
* * * 


N certain parts of India, deep breathing is practiced 
to a point of religious ceremony and almost assumes 
the proportions of a cult. 


We judge this from fragments of reading which we 
have pieced together, and from talks with travelers. 


Deep breathing is practiced by those of high caste in 
India—merchants, bankers and business men of the cities 
—even those who have been educated in England. 


It is on the theory that material success is increased 
by increasing the will power. 

And there seems to be a very firm belief in this, based 
on experiences which they cite, the theory being that the 
more of God’s pure air they are able to take in, the more 
power they have to partake of the gifts of the universe. 


The ceremony consists of going out into the open, 
standing erect, filling the lungs with air while gradually 
bending backwards with the face upturned, until they can 
see the sky above. The lungs are allowed to remain full 
for 10 or 15 seconds or longer, after which the air is ex- 
haled by bending forward as far down as possible and the 
lungs held empty for the same length of time. 

The object is to bring all the lung cells into play and 
expose the largest possible lung area to pure air for as 
long a time as possible. 

All the while this breathing exercise is going on, the 
one practicing it fixes his mind on some object, ambition 
or end that he desires to attain, and, particularly while 
inhaling, and which amounts to a silent prayer for a 
desire. 


These same people of India also practice deep breath- 
ing by walking long distances with the head very erect as 
if they were trying to touch some object just out of reach 
with the top of that member, all the while taking long 
breaths with the chest out and the abdomen in, and the 
mind firmly fixed on a desire. 

We have talked to a number of Americans and Euro- 
peans who have practiced the art of deep breathing after 
learning it from adherents of the cult in India, and who 
make very extravagant claims of being rewarded with 
more material success after regularly pursuing it. 

These say that according to their observations those of 
the cult in India all have good health, live to a very old 
age, and are all men of attainment in what they have set 
out to do. 


We do not doubt any of this. 

It is all easily explained and in a very material way, 
too. 

In the first place, anyone regularly practicing this exer- 
cise will have better health. 
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And health is the first requisite to material accomplish- 
ment. 

Anyone in good health usually thinks straight—that is, 
if they think at all. 

Good health increases the accuracy of human judgment. 

Anything that promotes the accuracy of judgment pro- 
motes success. 

Anyone in good health is more active—the will is pro- 
moted to action. 

Most inactivity, laziness, is a matter of ill health. 

With good health promoting wise judgment and action, 
material success is a natural sequence—it becomes easy. 


Then, we do not know whether it is true or not, but 
H. N. Rickey, editorial director of the Scripps News- 
papers, has a theory that all men of large accomplish- 
ments have big chests. 

He cites James J. Hill, Mark Hanna, Tom L. 
John D: Rockefeller and Thomas A. Edison as examples. 

If chest expansion is any indication of the will, then 
the exercise of this cult of India increases the chest ex- 
pansion and the power to will. 


Johnson, 


Then, again, anyone indulging regularly in this prac- 
tice, or anything else they are not inclined to do, develops 
the power of will. 

Doing something that we are reluctant to do, even 
though it is nothing more than taking a cold bath, will 
promote the power of will. 

Refraining from doing something that we desire to do, 
even if nothing more than giving up an occasional meal, 
will strengthen the power of will. 

Then, still again, the concentration of the mind on a 
desired object or end, as is done by these men of India 
during the period of their breathing exercises, no doubt 
stimulates the will to attain that end. 

These reasons, separately or in combination, are the 
reason for the success, we think, of that deep-breathing 
cult of India and others who have been rewarded after 
practicing it. 

In any event, let’s all try it—it won’t cost anything. 
U SE one job and training for the next job. 

A reading of the life of Theodore Thomas, the 
musician, reveals a great and simple lesson for a young 
man in any profession, trade or field of endeavor. 

Thomas came to America as a mere boy, but was forced 
not only to earn his own living but to contribute to the 
family support. This he did by playing the violin at all- 
night dances about New York. 

Like a good many of us, he did not like his job, and the 
prospect for anything better was dark, for the great 
American metropolis was at that time a town of two-story 
buildings with cattle roaming Broadway. 

His sensitive soul revolted against the class of music 
he was forced to play. But he schooled his will to rise 
above it; he imagined himself practicing, and through all 
the long, weary hours of these all-night affairs he drew 
his tone pure and clear, while keeping the perfect rhythm 
of the dance. 

It is said that here he acquired the strong sense of 
rhythm that characterized the work of the great orches- 
tras which he afterwards directed. 


* * * 


Thomas’ next work was in a Bowery theatre where 
Shakespeare was produced, and when the other musicians 
went out during rests to smoke, drink, and gossip, Thomas 
stayed in the orchestra pit to listen to and study the lines. 

Then he went down South on horseback, giving con 
certs. These were held for the most part in hotel dining 
rooms, but no matter how small the audience or how low 
the admission fee, he gave a good concert—gave his 
patrons more than their money’s worth. 

In 1851 he was made second concert master of the 
Italian Opera Company of New York. The stars of this 
organization were Jennie Lind and Henrietta Sontag— 
perhaps two of the finest natural singers the world has 
known. 

Night after night young Thomas sat and listened to 
these two women, trying at every note to imitate their 
pure, flute-like tones on his violin. 

It was through this experience that Thomas in after 
life recommended that all singers study the violin and 
that all violinists study singing. 


Thomas was finally made concert master of this opera 
company, and—well, opportunity, luck, always seems to 
come to a man who studies and works, for through the 
sudden illness of the director he succeeded to that posi- 
tion. 

In later life, Theodore Thomas took many large musical 
organizations across the continent, amid frequent dis- 
couragements and financial loss in the first days of these 
ventures, but he did more for the musical education of 
America than any man who ever lived. 

Thomas realized his life’s ambition. 

His orchestra ranked among the three best in the world, 
and it was finally installed in a permanent hall of its own. 

He accompished what he did by using one opportunity 
to make another—using one position and training for the 


next. 


* * * 


A dollar isn’t so hard to get eel it is necessary to harm 
anyone to get it. : : : : 


A lot of us still keep our brains in captivity. 


Buying luxuries on credit is one way of skating on thin 
ice. + . . . . . . - . 


Every problem solved makes the solution of the next one 
so much the easier. : : ° ; . 


Give every man the right to express his opinion. 


If your competitor knocks you can’t shut his mouth, but 
you can shut your ears. : : : : 


It is a good om more important to understand than to 
remember. : : ; : : ; 


Knowledge without action is like a sail without wind. 
Measured by the cost of getting a customer it is too ex- 


pensive to lose one by tailing to make any reasonabl: 
adjustment. : ; : : : 
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yet sometimes they are inclined to become a little 


rough and practical in their jokes. 
they are apt to be a little play- 
ful with one’s scalp. This 
probably sounds like some 
obsolete movie scenario or a 
description of those days when 
bison and prairie schooners 
roamed the prairies (and when 
big tall schooners crossed the 
bar). If you have conceived 
this latter idea you are not 
far wrong for this is the in- 
troduction to the story of a 
boy (and a man) who was 
born and lived on the western 
prairies in those days. 

The hero of this tale, who 
was introduced into the world 
when just such conditions pre- 
vailed is none other 
Frank M. Bernardin, now 
president of the B-R Electric 
Co., Kansas City, Mo., having 
been born on April 26, 1868, 
in Fort Scott, Bourbon Coun- 
ty, Kansas. After learning 
the name of the county in 
which he was born’ some 
thirsty inquisitors will ask why he left such a desirable 
sounding neighborhood to reside in such a hot and dry 
spot as Kansas City. This question, however, is one that 
only Mr. Bernardin can answer. 


than 


Frank was one of a pair of twin brothers whose des- 
tinies have seemed to differ considerably, Frank having 
chosen the electrical business while his brother “has 
taken to the tall timbers” or the lumber trade. Though 
Frank Bernardin followed the electrical route, he can 
hardly be accused of following the line of the least re- 
sistance for there have been times in his life which have 
indicated that he had obstacles to overcome as do all men 
who reach high position and prominence. 


Mr. Bernardin is one of these modest gentlemen who 
will say little of themselves, so how he played and how 
he probably plugged when a boy will have to be left to 
the imagination, though it can be deduced that he un- 
doubtedly had some exciting times under the conditions. 
Born just after the civil war he missed the bloody guerilla 
warfare that raged its hottest around the place of his 
birth, but the Indian wars were still in progress in his 
bovhood. Prairie schooners were filling the Kansas 
prairies at that time manned by fortune-seeking miners, 
hunters, trappers, homesteaders and others seeking the 
wealth of the great west. So it was amid such surround- 





MEN YOU SHOULD KNOW 


Frank M. Bernardin, 


= are sometimes good playmates for a boy 


At times, too, 





Frank M. BERNARDIN 


President B-R 
Electric Co. 


ings that Frank was born just 26 years after the founding 
of the fort. 

After attending Fort Scott grammar and St. Louis high 
schools, Frank’s father died, 
so he went to work to support 
himself in the Fort Scott 
freight office of the Kansas 
City, Fort Scott & Memphis 
Railroad as car chaser and bill 
clerk under Geo. D. McCar- 
thy, an exceedingly smart man, 
Mr. Bernardin who 
taught him many of the basic 
fundamentals of business that 
afterward helped him along to 
success in his own ventures. 

In January, 1887, Mr. Mc- 
Carthy accepted a place as 
auditor with the Metropolitan 
Street Railway Company in 
Kansas City so Frank went 
with him to act as a clerk in 
his office. This was just after 
the company had organized to 
take over the horse-car lines 
and reconstruct them as cable 
lines (1886). Two years later 
Mr. McCarthy was made gen- 
eral manager and chief engi- 
neer while Frank followed him 
as his assistant, acting also as purchasing agent. Since 
this was during the period of the construction of the first 
electrical line (1889) Frank gained good electrical expe- 
rience purchasing the many kinds of electrical apparatus 
needed. 


The story Mr. Bernardin tells of how Mr. McCarthy 
obtained the title of chief engineer is interesting and 
plainly illustrates how little people knew of electricity 
and electrical apparatus in those days. It was when the 
company was operating but a couple of crude generators. 
One happened to break down. Nobody seemed to know 
how to fix it so Mr. McCarthy took a chance. He suc- 
ceeded in putting it in order and, as a reward, the title of 
chief engineer was annexed to his title of general man- 
ager. 


says, 


After nine years with the street railway company, Mr. 
Bernardin left, his inherent yet inert desire to light out 


for himself probably having manifested itself. For a 


year he sold the old equipment of the cable car lines 
which consisted of dummy engines, cars, cable, power- 
station equipment, Corliss engines, etc. 

Then for awhile he acted as manufacturers’ agent, but 
in 1897, having accumulated the sum of $4000, he opened 
the B-R Electric Co. with a man named E. R. Royer; 

(Continued on page 92) 
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Practical Psychology for Busy Men—V 


By THOMAS FULLWOOD 


Keep Your Guard Up 


iy 4 Y1THOUT benefit of preliminary tempering— 
from off the dock, so to speak—the plunge 

must be taken into the depths of this article. 

Because space limitations do not admit of preparing you 


properly against the shock likely 
to be encountered. Here goes! 


Now wherein you are affected vitally by all this can 
be made plain very readily. In the August issue of 
THE JosBer’s SALESMAN it was shown that much of our 
thinking inclines to be negative and pessimistic. (That 

the habitually optimistic person 
invariably is commented upon 





You look upon your thoughts, 
actions and beliefs as being sub- 
ject always to your own individ- 


ual control, don’t you? That’s 
true in a sense, too. For instance, 
when told to take a_ header 


through the proverbial “hoops”, 
you do so, or you refuse, as 
pleases you. But that is not just 
what is meant; there are many 
occasions when your freedom of 
will is not so untrammeled. 


Outside influences, sometimes 





HIS is the fifth of 

a series of .12 five- 
minute, common-sense 
talks on Health—your 
most valuable asset. You | 
are overlooking a real bet | 
if you pass up this dope. | 
Watch for this depart- | 
ment each month. | 


shows that such a state is not 
usual—the commonplace attracts 
no attention.) So for that reason 
much of the influence that reaches 
you, whether well or maliciously 
intended, is sure to be negative 
in character. And as you, in 
common with the rest of us, are 
in a suggestible state part of the 
time it follows, unless you have 
learned to keep your guard up, 
that you are being influenced by 
much negative suggestion. 








sinister, frequently are the dom- 
inant masters of your thoughts 
and actions, and responsible, too, in the main, for chronic 
states of mind and body. In fact, unless you understand 
the laws of suggestion and utilize that knowledge to guard 
against such influence you cannot ever be your own man, 
not in the truest sense. So it is the purpose of this talk 
to explain something of these outside influences and 
tell you how to negative such as run counter to your best 
interests. 

You know, of course, that one under hypnotic control 
responds to suggestion with almost blind obedience; and 
for many years, too, hypnotism was thought to entail 
the only markedly suggestible state. But there is greater 
understanding of these things today and therein reside 
the facts which are likely to surprise you. Anyway, 
here are the facts accepted as such in well informed 
circles today... 

One who is completely relaxed and with thoughts adrift ; 
one under great emotional strain; one who is very tired 
or ill; one who sleeps or is just drifting off to sleep—in 
each and every one of those states the potency of sug- 
gestion differs only in degree from that occurring with 
hypnosis. In fact, suggestion given to relieve pain or in 
sickness or to dispell injurious habits or inculcate correct 
ones is practically as effective, if the subject be willing 
and completely relawed in mind and body, as when under 
hypnotic control. 

Much depends, of course, upon the skill of the operator, 
but in each of the states mentioned and regardless of 
how crudely the suggestion be given, some measure oi 
response is always to be expected. That is, supposing the 
subject to have sought the suggestion, as in cases of 
sickness, or when, as in the other states cited, the method 
of safeguarding against such influences is unknown. The 
word hypnosis, by the way, means “light sleep.” 





The 
that vast army that seem to take 
a melancholy pleasure in telling us how ill we look and 
asking if we feel well; the cunningly worded patent 
medicine advertisements with their persuasively men- 
tioned symptoms; the newspaper hysteria regarding pos- 
sible epidemics, as instanced in connection with the “Flu’’; 
the individual who waxes eloquent over a description of 
his ailments and pictures his symptoms in the most 
graphic terms—all those and many others such that will 
come to your mind are pestelential springs of negative 
suggestion to be guarded against always, if you would 
know the joy of being yourself. 


suggestive inquiries by 


Years ago, while with our Army in the Phillippines, 
the writer and four others, desirous of testing the potency 
of suggestion, decided upon an experiment. A _ great 
husky doughboy who had not had a moment’s sickness 
in his life was selected as the unwitting subject; the 
plan being that at least once daily each of us must con- 
trive to tell him in a plausible way that he was looking 
ill. The sixth day of the experiment saw him flat on his 
back in the hospital, at which time we grew frightened 
at what we had done and informed the doctor. With 
that insight into the case the doctor had small trouble 
in making his patient fit again—castor oil—straight- 
being the medicine administered, if memory serves cor 
rectly. 

Fortunately it is a simple matter to keep one’s guard 
up against all such influences, once they have been recog 
nized and the means of defense understood. First of all. 
as pointed out in a previous talk, have an objective 
in life and make it to comprehend health, happiness 
progress, and so on. That then becomes the touchstom 
upon which all suggestions, all states of mind, all actions 
are to be tried. If opposed to your objective they ar 
negative for your purpose and must be disregarded. 
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WESTINGHOUSE 
ELECTRIC 


Now is thejtime 


The Westinghouse Cozy Glow has quality; good appearance, excel- 
lent sales points, and satisfaction built into it. 


Now is the time to get set for the big October sales, and if you have 


not placed your order, do so at once, and be ready to meet the de- 
mand. 


The Cozy Glow Boy will help you sell. His sparkling eyes have 
a real pulling power. Let every one in your town see him. 


Westinghouse Electric & Manufacturing Co. 
EAST PITTSBURGH, PA. 
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Mr. Jobber’s Salesman: 


Dear Jack:— 
Did you ever 
Figure out 
What a Lamp contract 

Is worth to you 

Aside from the lamp sales? 

You know a lot of buyers 

Like to stick 

To one house 

When price and service 

Are satisfactory. 

So it ought to be easy 

To swing a customer 

Into line on supplies 

Once you get his signature 

On a lamp contract. 

We figure 

That a lamp contract 

Is worth three to six 

Times its face value 

In the sale of other lines 

Carried by the jobbers’ salesmen. 

A $300 contract 

On the average means anywhere from 
$900 to $1800 

Worth of other material. 

Why not push your lamp contracts 
And increase your supply sales? 
The idea is worth 

A trial. 

So get behind this 

And grab off 

Some more profit. 

And, say Jack— 

Don’t worry about service. 
Deliveries are fine now. 
Thanking you, I am, 

























































WESTINGHOUSE LAMP COMPANY 


165 BROADWAY, NEW YORK CITY 


Sales Offices and Warehouses Throughout the Country 





FOR CANADA—CANADIAN WESTINGHOUSE CO., LIMITED, HAMILTON, ONTARIO 
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Ideal Lighting 
Cutter Industrial Reflectors 


With Westinghouse Mazda Lamps | 








<i 
@,Easy to Wire’? Guaranteed Weather-Proof 


Sf on. ‘for "Outlet Box or Condulet 
Cap for Va" or Vg Conduit —* 
*—Holder Socket with Lamp Grip — 
-$——____— Gasket ————_| 


ef OnePiece Sollux Reflector . 


RLM STANOARD DOME TYPE 


The latest and best in illuminating engineering practice are embodied in the 
design and construction of Cutter Reflectors. Interchangeability and the “Easy 
to Wire’ features are of most importance to the jobber's salesman. Interchange- 
ability assures a suitable combination for every condition at a moderate stock 
investment. The “Easy to Wire” feature saves labor costs and increases profits. 
Cutter rugged fixtures are most suitable for the lighting of factories and other 
large interiors; also for outside use where their weather-proof construction assures 
reliable operation. 

Made in four standard types, all interchangeable: 

RLM Standard Dome or Distributing Type Reflectors designed fo. .<aeral light- 
ing where average spacings and ceiling heights prevail. 

Standard Bowl Type Reflectors for high mounting heights and intensive local 
lighting. 

Standard Angle Type Reflector designed for use when the lamps cannot be 
suspended over the areas to be illuminated. 

Standard Focusing Type Reflectors designed for extremely high mounting heights 
and concentration on small areas. 

Our illuminating engineering service is planned to help you. 

Let us co-operate. 

















Westinghouse Electric & Manufacturing Co. 
George Cutter Works, South Bend, Indiana 
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Little stories of 
unustal sales ~as 
told by‘ salesmen. 


He Had To Sign 


UT Montana with the 
Indians, cowboys, mining camps 
and the 


movies) we have something else—we 


here in 


shootin’ (I see these in 
have honest-to-goodness power houses, 
transmission lines and electric cur- 
rent. Also we have the jobbers’ sales- 
men with their big lines of electrical 
supplies. 

To begin my story, it so happened 
that our firm had taken on a new line 
of vacuum cleaners and I had one of 
them along as a sample. I was sail- 
ing along pretty, establishing dealers 
as I went along until I hit, we'll say, 
Opportunity. 
that in Opportunity there was a real 


Now it so happened 


live dealer with a real up-to-the-min- 





Sotp Horer Proprietor 


ute store for he believed in advertising 
campaigns, dealer helps and all those 
ideas that we sell. There was only 
one thing wrong with that dealer 
was not handling my line. 
got that same fellow in your territory 
if you check back. You know the bird 
—the one that treats you good, takes 
a look and says: “Don’t need any.” 


he 





You've all 


Well, I'd tried him on everything 
but didn’t seem to have the right bait, 
so I figured that I’d have a cinch with 
my new cleaner. I went down, ar- 
ranged for a demonstration and set up 
my I cleaned the rugs, 
picked up sand, lint and everything 
except the order. His sales force was 
sold; his bookkeeper was sold; his 
wife was sold; but he shook his head. 
He didn’t have the nerve to turn me 


machine. 





down flat so he said, “Go out and sell 
one and I’ll buy a dozen.” 

Well, by this time I was pretty 
warm under the collar and this was 
the nearest I’d ever come so I left. ! 
beat it straight for the hotel for I’d 
seen the hotel manager giving the ma- 
chine the once over when I had lefi 
with it. I looked.him up and told him 
I wanted to sell him the cleaner. He 
admitted his old one was losing pep 
and gave me the small job of cleaning 
a large rug in the lobby. 

After supper the show began. The 
old machine was humming prettily, | 
was answering all questions and get- 
ting away with it like an army cap- 
tain before the armistice when— 
BANG !—the handle busted. I had it 
pieced together so I could carry it in 
my car. Well, all the shoe salesmen, 
smart peddlers, etc., gave me the big 
laugh, but Mr. Manager told me to 
send the cleaner anyway. 


Well, I ran right back to Mr. 
Dealer next morning with the order 
already written up and asked him io 
sign. He did—he couldn’t help it, 
although he thought I had left town. 
Today, this dealer is one of my best 
customers. I got his lamp business 
and a good share of his staple line, all 
because there was a clause in his re- 
jection that gave me an opportunity 
to get in and line up a good account 
that I had been unable to land before. 

This, however, may apply any- 
where. Get out and show them that 
the goods can be sold. Sell a cleaner 
or a washing machine for your dealer. 
Believe me, he'll appreciate it and 
you'll make a real friend and a good 
customer. 


R. E. Lyford. 


* * * 


Earnestness Counts 
Oe looking over a list of prospects 
I noticed a concern in Morgan, 
N. J., which I thought must use a 
large quantity of electrical supplies. 


















This was on Saturday afternoon so 
the first thing Monday morning | 
jumped on the train for Morgan to 
see if my firm couldn’t come in for a 
share of it. 

On reaching the plant I looked up 
the electrician who informed me that 
there was no business there for me. 
[ then started after the purchasing 
agent who also politely told me that 
there was nothing doing. No orders 
Monday. 

Tuesday I went right back and w»s 
turned down for the second time. No 
orders Tuesday. 

Wednesday again found me on the 
first train for Morgan, N. J. I was 
turned down for the third time. By 
this time it was about 12 o’clock and. 
as I was getting desperate, decided 
to take a chance in getting to the “b‘g 
boss.” I found that the only way to 








Caveut Him Gorne To LuNcH 


see him was to wait for him and catcli 
him going to lunch as I could not pass 
the barrier of purchasing agents. | 
hid in a convenient place and waited. 

Finally he came along and I ran 
up to him saying I wanted very muc:! 
to see him and hadn’t been allowed to 
do so. I excused myself for stopping 
him on his way to lunch but told him 
all I wanted was a minute and a hal! 
of his time. It was granted me and 
we started back to his office. I bega» 
talking and talked fast on the way to 
the office. He asked me to wait ti!! 
we got back to the office but I told 
him that, as a minute and a half w 
not very much time, I wanted to get 
all the words I could. 


It happened that I found out t! 
firm had an order for $7000 worth 
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Sent to you without charge. 
In handy convenient pocket < 
form (Size 4%4x8 inches) 


ERE’S the book you’ve been wait- 

ing for! The most complete and 
at the same time the most compact hand 
book on scientific illumination ever pub- 
lished. It offers the electrical jobber, the 
illuminating engineer and all those in- 
terested in efficient lighting a wealth of 
general and detailed engineering data 
that helps solve the most difficult lighting 
problems and paves the way for bigger 


HOLOPHANE 
DATALOG 


and better illumination. It also 


sales 
gives full details about every Holophane 
unit. 


The edition of the Holophane Datalog is 
limited. Copies are numbered and are 
lent (not given). to individual users only 
upon request. A copy will be sent you 
without expense on your part if you will 
write, giving the name of your company 
and your connection with it. 


Holophane Glass Co., Inc., Dept. I-28, 340 Madison Ave., New York 


Works, Newark, Ohio 
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pipe fittings to place so I told him 
that if he would add so much more to 
the order I would go to the factory 
that day and bring the whole order 
back by motor truck. He said that 
that was the best proposition he had 
had .put up to him in a long-time and 
that I could surely have the order. 
Well we found that the order had al- 
ready been placed and he was unable 
to cancel it. 

Now while I was in his office a 
requisition came through for another 
$1500 worth of fittings and as my 
apparent earnestness had seemed to 
make somewhat of an impression on 
him he instructed his underlings to 
give me that order. Though I did not 
get the big order I started out for, I 
went away feeling quite happy that [ 
had received so much consideration 
after being turned down three times. 
Besides, we received a good share of 
this firm’s business from that time on. 

Joseph A. Burger. 


* * # 


Self-Control Sold His Goods 
REMEMBER very well how I 
landed an order from a municipal 

plant several years ago in a way 





Gor Crry AvTHuorities ToGETHER 


somewhat different from the ordinary. 
There were several men to deal with, 


the mayor, the aldermen and the city 
electrician. The order consisted of 
quite a few white way posts, trans- 
formers, conduit and cable, all of 
which was a very nice order in those 
days. 

The first man I sold my proposi- 
tion to was the city electrician and 
next to the mayor. I then had to 
appear before a meeting of the mayor 
and the aldermen. 


I had a competitor on the ground 
who was such a hard loser. that he 
made it unpleasant for the buyer. He 
put his proposition before the men 
first and, when my time came, I told 
them all about my material and its 
good merits in as few words as I 
could. My competitor seemed to 
think that I was misrepresenting my 
proposition, and he did not mind say- 
ing so in the meeting. I did not let 
this disturb me in the least for I knew 
the goods that I was selling. To 
make a long story short, I think my 
competitor's losing his temper caused 
me to get the order without any delay. 
And to prove that I did not misrepre- 
sent my proposition, the same people 
duplicated this order in about a year 
without any given price. 

So you see that it pays to know 
your goods, for then you can represent 
them as they are, and this enables 
one to get the orders many times 
where other argument might be of no 
avail. 

J. G. Cason. 


* * * 


Wasn’t Interested 
AM not a jobber’s salesman but a 
lamp manufacturer’s salesman. 
However, in hopes that this story will 





SENT aA PL 


SUT TUUI UU aU LULALLAAWALLA LL 





Tell Us How You Landed The Order 


Write a letter telling how you secured an order in the face of difficulties; or how 
you overcame some obstacle that other salesmen may be confronted with. An in- 
cident that may seem simple to you may help the other fellow land. 

If you want the suggestions of your fellow salesmen you must do your part by 
giving them the benefit of your experiences. And— 


We Will Pay $5.00 For Every Letter Published 






HNUOMT OVUM 


get across and be of help te some one 
I'll tell it. 


The purchasing agent of an indus- 
trial plant had no time for a jobber’s 
salesman who wanted to talk about 
lamps and lighting. ‘‘Can’t see him; 
not interested,” was the reply, when 
the salesman was announced. So I 
went with him one day to see how I 
could help. 

Upon arriving I didn’t announce 
my presence to the disinterested one 
but gave-the guardian of the door a 
Mazda mill type lamp and sent her to 
the prospective purchaser with the 
question, “Do you notice any differ- 
ence between this and the ordinary 
Mazda lamp?” The answer was an 
invitation to enter. 

The shop superintendent was called 
in to see the lamp. While he was 
present I took my foot-candle meter 
out of its case. The superintendent 
had seen mention of it in advertise- 
ments so he grabbed it and rushed 
back into the shop. He had heard 
about production intensities and by 
his own readings of the meter saw 
how far from ideal the lighting in !1is 





SometTuinc New Atways HEwps 


shop was. No more details are neces- 
sary except that we landed a $1200 
contract. 

Howard Viot. 
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THE WHOLE SECRET of AND IT IS INTO these 


* * * 


WIREMOLD POPULARITY lies 


oo. * 


IN THOSE TWO RIBS along 


* * * 
ITS UPPER EDGES 


* * * 


TWO RIBS that the 


* * * 


COUPLING TONGUES of 


* a * 
WIREMOLD FITTINGS are 


ee 





FOR IT IS THESE RIBS SHOVED in that very 
ib © * « * * 
+ * a 
TIGHT AND MAKE Wiremold WHICH WIREMOLD is 
ase. FAMOUS. 
A SOLID TUBE that 
* * * THIS WAY. _ 
PUT THE RIBS AGAINST A 
GOES UP IN ONE PIECE FITTING COUPLING TONGUE 
eae LOOK |! 
“ id ae 
AND INTO WHICH WIRE “fishes eiesinne =e 
AS IT DOES INTO conduit. IT Is. AID SES SER OUR 


If you do not have a catalogue write us for one to-day 
THE 


AMERICAN WIREMOLD COMPANY 


GENERAL OFFICES AND FACTORY 


HARTFORD, CONN. 
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selling,” remarked 
“T ran across a real salesman 
He, 
He 
ran along smoother than this train; 
and every time he stopped he entered 
I followed him around. He 
was a knockout, a case of personality 


step in 
Jones. 
over in Columbus, the other day. 
more than sold, he plied an art. 


an order. 


plus, and his secret is a formula. 

“A woman came in, asked to see a 
washer. He took her over to where 
they stood. He explained the whole 
proposition, ‘and,’ said he, ‘my wife 
says if she had to give up everything 
in her home save one, she'd keep the 


washer. He sold. 
“Next came a woman to see a 
sweeper. He explained the economy 


and service of this sweeper. ‘My 
wife says, he replied, ‘that she would 
surrender anything in her home rather 


He sold. 


“The next lady stopped at the elec- 
tric ironer. There followed a pitiful 
tale about the women who had lost 
their beauty and posture over the iron- 
ing board. ‘My wife says that if she 
were permitted to retain but one thing 
from among her possessions, that one 


He 


than the sweeper.’ 


thing would be the mangler.’ 


sold. 


“Then I found him next in the act 
of demonstrating an electric range. | 
was in time to hear him conclude ‘and 
my wife says that she values her elec- 
tric range above all her other posses- 
She would give up anything 
rather than that.’ Again he sold. 


sions. 


“Finally tripped in a sweet little 
girl. His face brightened. They 
paced to the rear of the store, stayed 
some time, then she left and he re- 
turned. 

“Goodbye,” 


me to leave.” 


I said, “it’s time for 


“Goodbye,” he replied. “Congratu- 
late me before you go. I’m going to 
get married. Sure the girl that just 
left—first of next month. My girl 
says—” ; 

“But what’s the use! Of course 


she did.” 


OU fellows don’t know the first * 












































‘ ; ; 
[VE a man service, and you can 


sell him. Jim Wiley proves the 
point. Remember Jim before he sailed 
into the electrical goods game. Now 
everybody knows him. I don’t know 
Jim’s motives, but I do envy his repu- 
tation,’ Wilson explained by way of 
introduction. 

“Jim used to come to town, order 
two-fer cigar in those days, and lay 
down two cents, knowing very well 
that the other fellow paid the three 
when he bought the twin. Then Jim 
puffed away until he had sucked the 
essence of fragrance from the thrifty 
cigar. By rare indulgence Jim 
amassed enough coin to buy a vacuum 
sweeper. He toted this around from 
house to house and did spring house 


cleaning. Jim more than cleaned up. 








C. F. Hite, hoosier state representative 
for the Illinois Electric Co., Chicago, says 
he just got a letter from L. K. Cushing, 
secretary of the firm, which states “We 
are loaded for beer.” He says he doesn’t 
know whether any of the boys responded 
or not, but he does know that the Illinois 
bunch is getting so darned fast that they 
can blow out the gas and get in bed 
before the room gets dark. 

















Later he started a little electrical re- 
pair shop. He sold wire, washers, 
sweepers and accessories. Next Jim 
started a current-saving campaign. 
Finally people got the notion that Jim 
was in business for them. They im- 
mediately got busy and co-operated 
in building a nice fortune for Jim. 
And today his townspeople point him 
out to visitors as the self-made man, 
and refer respectfully to Jim, calling 
him ‘Old Service.’ ” 


* * * 


ET Brown coming up from 

Cleveland. “Yes,” he said, “I 
certainly sympathize with the green- 
horn. He strikes out with the happy 
optimism of the novice, and zip! the 
first fellow he runs against takes all 
the wind out of his sails, and out he 
goes to revise his estimate of the fel- 
low who has to part with good money 
in exchange for goods. I found it 
this way on my first trip out. The 
claim that you represent such and such 
a company and carry a good line and 
can quote the right price, doesn’t al- 
ways put the customer’s name on the 
dotted line. 

“My first tormentor was Jim 
Brooks. I blew into the store early 
one morning and breezily asked to see 
Mr. Brooks. Mr. Brooks glared at 
me over his spectacles. ‘Yeh, that’s 
me, he replied. 

“Mr. Brooks, I’m selling for the 
Model Electric Supply Co.,” by way 
of introduction. 

“Yeh, I know you fellows, always 
asleep, haven’t waked up yet. What 
are your prices on fuses?” I reached 
for the list. ‘Put that thing away,’ 
he warned. ‘I’ve a price list on my 
desk. Answer me out of your head. 
Could look it up myself if I wanted 
to.’ 

“Tl have to look it up,” I an- 
swered, meekly. 

“Asleep,” he mumbled. “Nap num- 
ber one!” 

“How long would I be required to 


wait for a shipment from your 
house ?”’ 
<A bint—"" 
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Advertisement 


It’s remarkable because it tells the story of Electric Vacuum Cleaners in 
anew way. It will appear in The Saturday Evening Post, September 


18th issue. No reader can miss it. 


It is one of the most effective of the 
full page series which is telling the 
millions of Post readers the story 
of the Premier Electric Vacuum 
Cleaner. It’s a story of great in- 
terest to millions of women the coun- 
try over. A story of liberation and 
freedom from sweeping and dusting 
drudgery. And it’s told in a way 


that carries it straight home to the 
reader. 

You are selling a cleaner that is 
just what women want. It 
backed with an advertising and 
selling co-operation that is exactly 
what the dealer needs. It is not sur- 
prising, therefore, that your success 
with it has been phenomenal. 


is 


THE ELECTRIC VACUUM CLEANER CO., Inc. 
CLEVELAND, U. S. A. 
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“About nothing, I want no guesses. 


I wanted to know exactly how long— 


nap number two!”’ 

“What kind of advertising pieces 
do you supply your dealers with, on 
the M-C switch?” 

“Just a minute, I'll look it up.” 

“Nap number three! Young fellow 
you came in here trying to bull-doze 
me into buying something. You don't 
even know what you're selling. Your 
firm’s asleep. Has been for years. Got 
a lot of sleepwalkers out on the road. 
Go back, learn something about your 
When you're ready, come back, 
But 


line. 
and I'll talk business with you. 
until that time, keep away.” 

Just then a clerk put an end to the 
slaughter. He hailed old Brooks. I'd 
seen old Brooks as a buyer, I was 
anxious to see him in the selling role. 

“What's this worth?” asked the 
clerk. 

“Look at the tag!’ 

“But the tag’s gone, and this is 
the last one in stock.” 

“Wait a moment,” Brooks requested 
cheerily. ‘So many things to remem- 
ber in a business like ours, prices al- 
ways changing. Wait a moment, I'll 
have to look it up.” 

“Ah, it takes a cool head, plenty 
of courage, and a stiff back bone to 
carry one through the first lap of the 
course. But don’t you know, the game 
is well worth the price of admission,” 
admitted Brown. 

* * * 
ROPPED in on a good salesman 
the other day, and got a nice 
slant on salesmanship. The proprie- 
I waited. In a few 
hurried in. He, 
He lingered 


tor was busy. 
moments a fellow 
too, was slated to wait. 
a while looking at this and 
that. He spied a electric 
sweeper. He stopped to examine the 
thing. Later the proprietor came up. 
“What are those things worth?” he 
asked. 


around 
new 


“One thousand dollars,’ replied 
Smith. 
“What?” 


“One thousand dollars.” 
“Sell for one thousand dollars?” 
“Oh heavens, no, you asked me what 


they were worth. They sell for sixty- 


Found at last! We were looking all 
over Bloomfield, N. J., for Richard J 
Davis, sales manager, Lewis Electric 


Supply Co., Boston, Mass., at the recent 
convention of the Westinghouse Lamp 
Company’s agent jobbers—and here he is. 
Dick has accumulated a stock of good 
ideas regarding selling and by the way 
he is bringing that sales force of his into 
line it’s going to be a bunch of 2300-volt 
live wires. 








five, but I can’t sell you that one.”’ 

The fellow’s curiosity and desire 
were simultaneously stimulated. “Let 
me show you how she works.” He 
sprinkled some Dutch Cleanser over 
a rug, tramped it in, started the 
sweeper, put it into the man’s hand, 
and said, ‘““Now, go ahead and clean 
up.” He did. The rug looked new. 
Then he gave a nice little speech on 
the of the “But I 
can’t sell you that one.” 


value sweeper. 
“Why?” challenged the customer. 
“Why, because I sold it half an 
hour ago—but,” he whispered, “In my 
basement, know how 
folks cock their ears at that pros- 
pect, “I’ve another one.” 


I’ve—”" you 


The man’s face registered satisfac- 
tion. “I beat rugs all day Saturday. 


Send it up to my house.”’ 







“T’ll certainly do that,” sang Smith. 
‘I’m glad you have taken one, if any- 
thing goes wrong, let us know, we'll 
fix it up for you,” he continued, tak- 
ing the money. “I’m glad that you 
came in to buy a sweeper.” 

“But I didn’t,” replied the custom- 
er, ‘I merely dropped in to borrow 


your wire cutters.” 
* * * 


sn AKE any philosophy you want, 
I’m sold on _ perseverance,” 
said Stone. “When I started out | 
resolved to persevere. I’d suck every 
lemon dry before I’d throw the thing 
away. There was old Kruger. Kru- 
ger’s business needed sound treatment. 
I set out to bring about the restora- 
tion. I made him a regular patient. 
I did something specific on every trip. 
vet never culled an order. I washed 
Kruger’s windows. I displayed Kru- 
ger’s goods. I helped him with his 
inventory, loaded his counters with 
advertising pieces, laid the linoleum 
in Kruger’s office, and treated Kruger 
to a complete course in selling our 
goods, yet Kruger failed to respond. 
Finally, exasperated, I resolved to let 
Kruger’s business die. I could do my 
doctoring on sounder constitutions. 
And thus resolved I paced past Kru- 
ger’s store. I had not gone far when 
I realized that I was defeating my 
own philosophy. I retraced my steps. 
I stalked into Kruger’s office. Kru- 
ger met me with the first smile of suc- 
cess. In the meantime he had hooked 
a big contract with the biggest mill 
in town. He had specified our prod- 
ucts. Replacement orders would be 
regularly big. Kruger is one of our 
best customers.” ; 
“Perseveramce,’ said the colored 
preacher to his cloudy flock, “means, 
firstly, to take hold; secondly, to hold 
on; en thirdly, to nebber let go.” 
Ain't it the truth, tho’. And like the 
best bet, she always wins. 


* * * 


The Rumsey Electric Co., Philadel- 
phia, Pa., has purchased a six-story 
building at 1007 Arch street, of that 
city, and a warehouse at 1010 Cherry 
street, which is in the rear of the Arch 
street property. 
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ELP us make this department of maximum interest. We want true stories 
about the boys in the trade. If humorousso much the better. 


Send in the 
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| by there some knotty problem up this morning? 
Are you puzzled over the whereabouts of 
something you need in a hurry? Or, is it a 
question of getting something special to meet 
an unusual requirement? 


Go to headquarters in the service of electrical 
supplies. Ask your Electrical Supply Jobber. 
Large stocks of the right goods in warehouses 
all over the country to meet your urgent needs. 
A fine, husky lot of salesmen scouring the 
land, picking up ideas, running down trails, in 
touch with everything—to get for you just 
the information you may need. 








Electrical Supply 
Jobbers aecittion oa “tas Sion 


of Blectrice) Sappies~ 


411 SOUTH CLIMTON ST. 
CHICAGO 














The illustration above is the first of a series of full page 
advertisements that will appear in the electrical weekly 
and monthly journals. 


Your customers will be reading these advertisements. 


They do not always realize how much help you can 
give them—how your experience may help to unsnar] 
some knotty problem. 


It’s up to you to take that puzzled look off the old 
man’s face. Fly at it! 


Electrical Supply Jobbers Association 
CHICAGO 
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Investigation has shown that the 
isolation of the farm house and the 
farmer has disappeared. 


Ol’ Dobbin has 


been relegated to 
the farm yard, re- 
placed by the 
speedier and more convenient motor 
car, 72 per cent of them owning auto- 
mobiles. Good roads have abolished 
Nature’s roller coaster—the old coun- 
try mud road, and the farmer can do 
his marketing in town without hard- 
ship. 

The day of the general store on the 
cross road has passed. 

Crowell investigators 
piled statistics from six representa- 
tive farm states which show conclu- 
sively where the farmer buys: 

78 per cent buy groceries in the 
‘largest town in the county. 

81 per cent buy toilet articles in the 
largest town in the county. 


What the Farm- 
er Buys 


have com- 


95 per cent buy clothing in, the . 


largest town in the county. i. 

74 per cent buy furniture in the 
largest town in the county. 

80 per cent buy general merchan- 
dise in the largest town in the county. 

There is quite enough farmer trade 
to justify its solicitation and yet so 
many electrical dealers are overlook- 
ing it entirely. If they aren’t getting 
a good farmer business, they are los- 
ing their share of 80 per cent rural 
buying and it behooves you to see that 
they include rural trade in their mar- 
keting plans without delay. 

* * * 

An electrical dealer down in Ohio 
recently worked a little psychology in 
his window display and made some 

good sales on the 


A Display strength of it. 
Idea Alongside an 
electric washing 


machine, he placed a good looking 
show card, mounted on a small easel. 
This card was hand lettered and on 
it were the names of some prominent 
citizens of the town who had pur- 
chased one of the machines. 

And here’s the psychology of the 
thing: 





a .& 





ertinent Sales Facts and 


Bo 3 
vy, 


Figures 








It’s human nature to want what 


your friends and acquaintances have. 

Mrs. Jones, finding. that Mrs. 
Brown, who lives further down her 
street, had a electri¢ washer, 
immediately wanted one. Or Smith, 
when he learned that his business 
friend White has had these electric 
fans installed, immediately decided 
“That’s. just what I need.” 

And-the fact that people they knew 
or knew of, had bought, was a fine 
recommendation of the quality of the 
product. 

It’s human nature. 


* * * 


It is a generally recognized :fact 
that our most successful salesmen 
make a study, not only of their prod- 
uct but of their 
entire industry. 

And it is with 
this idea in mind 
that the following interesting figures 
of ‘the electrical industry are pub- 
lished—to furnish some conception of 
the electrical trade’s activity. 

The National Eléctric Light Asso- 
ciation through committees have un- 
covered some unusual and interesting 
statistics : 


Keep Well 
Posted 


An estimate of the total generating 
capacity of the country at present is 
approximately eleven million  kilo- 
watts while the output last year was 
33. billion kilowatt-hours. 

Electricity is generated from an es- 
timated 54 million horsepower 
water and 8 billion tons of coal. 


in 


During 1918, three hundred million 
kilowatt-hours were used in producing 
steel in electric furnaces, since which 
time there have been installed 36 
additional steel furnaces so that by 
the beginning of 1920 there were 323 
electric-steel furnace installations. 

There was a probable production 
last year of 183 million incandescent 
lamps, and of this over 90 per cent 
were tungsten filament. 

It is estimated that the railroads 
might save 400 million dollars per 
year in handling charges if suitable 





electrically operated handling machin- 
ery were installed at terminals. 

There is nothing that so inspires 
confidence in a salesman as his ready 
knowledge of his industry. 

And after all, that’s the real selling 
foree—Confidence. 

* * * 


A discussion of electrical labor- 


savings devices made before a 
woman’s club in San _ Francisco 

brought out the 
Give fact that women 
Prices like to see price 


tags attached in 
window displays. 

Milady shopper ordinarily works 
on a budget plan of spending and 
she does not consider buying the de- 
vice for herself until she knows she 
can afford it. Her general idea is 
that electrical appliances are most de- 
sirable but prohibitively high. 

The club women were surprised to 
learn the usual lowness of cost and 
that they could pay installments. 

The national supposition is that in 
these days of rising costs, that the 
flat iron or electric washer or electric 
something is too “dear” and they 
don’t consider buying it. 

And the wise dealer, according to 
the women themselves, will remove 
that impression if he wants his win- 
dow display to bring milady into his 
store. 

* * & 

The best panacea in the world for 
the pessimistic electrical salesman is 
a knowledge of the rapid expansion 


of the electrical 
Our ; industry. 
Growth Some very in- 

teresting figures 


have been compiled showing the num- 
ber of electrical devices to be manu- 
factured this year requiring one or 
more wiring devices. 

2,650,000 Fractional Horsepower 
Motors. 

86 manufacturers will make 700,- 
000 washing machines. 

41 manufacturers will make 800,- 
000 vacuum cleaners. 
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PATENTED ANNO TRAQE-MARK REGISTERED 


When you know how Brascolites are made—with what infinite care 
every detail of the manufacturing process has been worked out—you 
will have a better understanding of the built-in quality that has justly 
made Brascolites the peer of lighting fixtures. 


Last month we showed the giant presses that shape the reflectors from 
flat sheets of steel. The next step is shown herewith. 


The view on the left shows the white porcelain enamel being sprayed 
on Brascolite reflectors. The enamel, at this stage, is in liquid form and 
composed mainly of white powdered glass and chemicals. This method 
of applying the enamel insures a more even finish than any other method. 


The right-hand view shows the next operation, that of firing or fusing 
the enamel to the steel reflector at a temperature of 1500 degrees F. 


PaaS”: 


/ 








It is at this stage of manufacture that quality materials are essential for 
a poor grade of steel will blister and spoil the enamel, but Brascolite re- 
flectors are made of Armco iron, the best that can be obtained, thereby 
insuring the high quality and efficiency of the Brascolite reflector. The 
next operation is in the finishing department where we will take you 
next month. 


LUMINOUS UNIT CO. 


Division of The St. Louis Brass Mfg. Co. 
ST. LOUIS, U.S. A. 


BRANCH OFFICES 


New York Boston Atlanta Cincinnati Chicago Detroit Kansas City Minneapolis New Orleans 
Philadelphia Pittsburgh Seattle Los Angeles Denver 
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5 manufacturers will make 50,000 
ironing machines. 

12 manufacturers will make 50,000 
toilet articles such as curling irons. 

12 manufacturers will make 90,000 
dish washers. 

17 manufacturers will make 50,000 
vibrators. 

2 manufacturers will make 10,000 
hair dryers. 

24 manufacturers will make 2,000,- 
000 irons. 

14 manufacturers will make 50,000 
ranges. 

12 manufacturers will make 20,000 
hotplates. 

21 manufacturers will make 300,- 
000 radiators. 

8 manufacturers will make 10,000 
soldering irons. 

19 manufacturers will make 30,000 
heating pads. 

20 manufacturers will make 1,000,- 
000 fans. 

100,000 portable electric sewing 
machines. 

3,000,000,000 light portables. 

500,000 toasters and grills. 

It is very interesting to note the 
large percentage of devices that will 
appeal to home users of electricity. 
And it shows conclusively that the 
millions of electrically wired homes 
are the strong market possibilities for 
every electrical dealer. 

x * * 

The growing need for safety appli- 
ances can best be appreciated by a 
glance at the figures given out by the 

American Society 
Safety of Safety Engi- 
Appliances neers. 

There are killed 
accidentally in the United States each 
year about 70,000 people, or nearly 
20,000 more than the total battle 
deaths and subsequent deaths from 
wounds in our army during the entire 
European War. 

Of the wage earners in this coun- 
try, over 700,000 each year lost mem- 
bers of their body or are so seriously 
injured by accidents as to be in- 
capacitated for an average of four 
weeks each. 

The total economic waste from cas- 
ualties in the United States amounts 
to probably $800,000,000 per year, 
with untold privation and suffering 
entailed. 

About 90 per cent of this yearly 
casualty expense, or $720,000,000, is 
caused by,accidents that are prevent- 





able by engineering provisions. It is 
not claimed that even a large portion 
of the total casualties are preventable 
by engineering provisions—only 7 per 
cent; but it is this 7 per cent which 
is preventable by engineering revision 
that causes the $720,000,000 casualty 
expense. 

Clip these statistics out and put 
them into your portfolio, Mr. Jobber 
Salesman, when you go out to sell 
safety appliances. 

There isn’t anything in selling 
safety that can hold a candle to facts 
and figures. 


* * * 


The San Francisco Sunday Chroni- 
cle recently published an interesting 
article on its electrical page entitled 

“Dining Room 
Correct Lighting Impor- 
Lighting tant in Building 

Homes.” It em- 
phasizes that the lighting of the din- 
ing room more than any other room 
in the house should be pleasant and 
gasy on the eyes. “On the psycho- 
logical side,” it says, “good lighting at 
the table, the center of attraction, fos- 
ters family unity and good fellow- 
ship, while on the physiological side 
the nerves of the eyes and the stom- 
ach are, electrically speaking, direct- 
connected, and eye-strain is un- 
doubtedly responsible for much indi- 
gestion.” 

The author of this little episode is 
four-eyed himself from working un- 
der a 60-watt lamp on his desk until 
his eyes became so strained as to re- 
quire glasses. He did not realize at 
the time why his head ached or why 
his powers of digestion were on a va- 
cation until he finally investigated and 
replaced the 60-watt lamp with a 25- 
watt. 

By that time, however, his eyes re- 
quired glasses. Nevertheless, with 
the use of correct light and the as- 
sistance of the glasses his appetite 
required an expenditure of about 28 
cents more per meal. With the eyes 
functioning properly the stomach 
worked synchronously. 

This incident may not be “direct- 
connected” to the subject but it is a 
logical point for a dealer to capital- 
ize on in his advertising or window 
display. 

In the modern dining room, the 
article continues, now may be found 
electrically wired serving wagons 
that can be wheeled up to the wall 





receptacle and the coffee “percked. in 
an electric percolator,” or the toast 
browned on an electric toaster, while 
the grape fruit is playing geyser into 
its eater’s eyes. Wires hanging from 
the fixtures are very much passée. 
Now it is the floor plug next to the 
table. 

Not only is it well to have the 
dining room well lighted and equipped 
electrically, but if the mistress of a 
modern home wishes her Svenska cook 
to stick around she must have her 
kitchen attractively lighted as well as 
electrically equipped for cooking. Just 
as a workman in an industrial plant 
is more efficient under good lighting 
conditions, so is a cook more con- 
tented in a well lighted kitchen. Now 
enters the well directed light over 
the range, the kitchen table, drain 
board and sink. 

High-brow stuff? Maybe, but have 
you ever noticed how much more you 
eat and how much better food tastes 
in a cozily-lighted dining room than 
in a dreary one-armed hash foundry? 
These thoughts, if put into shape in 
a dealer’s window or advertisement 
with proper emphasis would surely 
enliven the demand for things elec- 
trical for the dining room. 


+ & & 


In a letter addressed to the Journal 
of Electricity, commenting on _ the 
business outlook, a large Chicago 

washing machine 
The Appliance manufacturer 
Outlook says: “A careful 

analysis shows us 
nothing but splendid business ahead 
in electrical labor-saving devices for 
the home. Our shipments for the 
first six months of 1920 are 149 per 
cent more than they were for the same 
period in 1919.” 


Salesmen selling washing machines 
(and the majority of jobbers’ sales- 
men do) would do well to look to the 
servant shortage as a stimulant to 
added business in this and all other 
electrical labor-saving devices. Far- 
ther along in his letter this manufac- 
turer makes mention of this situation 
and presents some startling but useful 
information on immigration of women 
into the United States as follows: 





RRP os ctetssicice deccatpecsae ree Paesee 269,444 
1914, 870,594 
1919 sagas tedaigpiccmeetraiaes 10,428 





“Think of only 10,428 women serv- 
ants having arrived in America in 
1919. This was only one servant for 
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Write for a 
Sample Now 


Sectional View 


of Shurlok 





—it says on page 42 of the July Jobber’s Salesman: “Big 
Loss in Lamps Preventable* * * One large firm es- 
timated that almost 20 per cent was lost in incandescent 


lamps by PREVENTABLE breakage and theft.” 


It is generally accepted that the theft of Lamps is more common than 
breakage; theft is Preventable because Lamps are securely held in Shur- 
lok Sockets until unlocked with a Shurlok Key—that’s the dope. 
YOU—M ister Salesman—will be asked for a remedy for the Loss of 
Lamps and you should have a Sample of the Shurlok Socket in your pock- 
et to show the owner or electrician of the large plant how positive the trick 
can be pulled with 
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"The Socket that Locks” 


“Keeps the Lamp 
on the Job” 


Pass & Seymour, Inc. Solvay, N. Y., U.S. A. 
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every 2000 families. Think of one 
servant in a town of 10,000 inhab- 
itants and you have some idea of the 
picture. While there was an improve- 
ment in immigration in January and 
February of this year, it is believed 
that this improvement has been coun- 
teracted by the return of thousands of 
people during the past few months. 

“Then you must take into consid- 
eration the shortage of homes in the 
country. This applies to almost every 
city in the United States, large or 
small. It is going to take them from 
five to ten years to get anywhere near 
normal, and no matter how high- 
priced labor and material may be, 
people will find out by next year or 
the year after that it will be abso- 
lutely necessary for them to build 
homes, apartments, etc., to take care 
of the present householders. 

“There has been a tightness of 
money that has made some people feel 
that business was going to get poor 
later on and prices would come down, 
and that they could not get money to 
pay for materials, ete. I took this 
matter up with several of the banks in 
Chicago and New York and they all 
told me they would furnish all the 
money that was necessary for any 
good going business and that no one 
need hesitate about going ahead be- 
cause he was short of money. 

“The president of one of the largest 
and most important banks in Chicago 
said: ‘Bankers are going to see to 
it that legitimate manufacturers, job- 
bers and dealers have enough money 
to carry on business. There is going 
to be no tightness of money where 
straightforward business is concerned. 
Bankers do not like to make loans to 
individuals so that individuals may 
buy luxuries—both dress and house- 
hold—or to speculate. Because bank- 
ers have stopped this sort of loaning 
the idea has gotten around that money 
is tight. But any regular business 
man can get money whenever he 
needs it.’ 

“That is the spirit which I have 
found existing among all bankers. 
The Federal Reserve Bank System 
has made panics almost impossible as 
long as the government itself has 
money. And there is no ‘prospect of 
the government being out of money, 
as you know. 

“We do not think that material will 
go much higher, but there is no chance 


for it to come down on account of the 


high cost of labor and we do not look 
for any reduction in labor this year 
or next. We believe as long as labor 
prices stay up the other prices will 
stay up accordingly. 

“Labor-saving devices for the home 
should never be classed as luxuries. 
They are altogether different from 
automobiles, which people buy for 
pleasure, and things of that kind 
which they can get along without. It 
is impossible today for a well-man- 
aged house not to have electric labor- 
savers in it. Besides the labor saved 
by a washing machine there is a sav- 
ing on the clothes. The high price of 
linens and all washable goods have 
made the housewives more careful 
about saving them from wear. In the 
old days when linens were cheap they 
did not watch them very carefully and 
allowed washwomen to rub them to 
pieces on the washboard, but today 
they are taking into consideration that 
their linens will last from six to eight 
times longer if washed in a washing 
machine. This amounts to a great 
deal of money and in fact will pay for 
a washing machine in a very short 
time. 

“The whole world is short of goods 
and material and it will take years to 
replace what was lost. We could sell 
our entire output in England if we 
wished to ship it abroad. The Amer- 
ican Exchange National Bank in its 
report of July 1, 1920, says that the 
foreign demand for American goods 
as revealed in the report of the Secre- 
tary of Commerce for May shows no 
sign of abatement. 

“This is not a good time for any of 
us to feel that there is going to be a 
let-up in business along the lines we 
manufacture. I hope that none of 
the jobbers will feel that they should 
not go ahead stronger than ever in 
organizing their dealers and having 
them push these labor-saving devices 
as they should. 

“But the dealers and jobbers who 
are going to get the most out of this 
good business, which is bound to re- 
main with us, can do so only by using 
their foresight, anticipating the de- 
mand and ordering months in ad- 
vance.” 

This little talk about the future 
carries anything but a_ pessimistic 
note so it is a case of just “go to it” 
for appliance business. 


The following is taken from an edi- 
torial in the Omaha Daily News, dated 








October 17, 1919, under the headi:» 


“Canned San 
Canned light,” and ix 
Sunlight quoted not parti: 


ularly for the in- 
formation it contains, but rather as , 
sample of how the world looks upon 
the subject of artificial illumination. 

“The most powerful artificial light 
in the history of man has been con- 
structed by Elmer Sperry of Brook 
lyn, N. Y. It is a searchlight with 
the brilliance of 1,000,000,000 light- 
ed candles, 

“Sperry stands out above all th: 
billions of men who peopled the earth 
before him, as a destroyer of man- 
kind’s great handicap—darkness. 

“The cave man’s greatest discovery. 
his greatest legacy of the future, was 
the introduction of fire as the dis. 
peller of dark night. 

“It was a momentous date in hu. 
man annals when Alfred the Great 
put a horn shield around a candle, 
thereby creating the lantern (lant 
horn). Alfred’s simple innovation 
meant more for genuine progress than 
a dozen wars. 

“Inventing a process by which « 
light could be made to glow in a 
vacuum required a thousand more 
years. Moses Farmer of Newport 
was the first man to have an electric 
lighting system in his house in this 
country. 

“That was in 1850. He had forty 
two incandescent lamps. Folks trav- 
eled miles to see it. Today it wouldn't 
make even a good tobacco advertis- 
ing sign. 

“Manufacturing plants equipped 
with scientific systems of illumina 
tion have 10 per cent greater produc 
tion, 25 per cent better workman 
ship, 25 per cent less spoilage and 
25 per cent fewer accidents. 

“The American public yearly pur 
chases 165,000,000 large size incan 
descent electric light bulbs, and their 
efficiency is such that three times as 
much light is given, per dollar, as 
ten years ago. 

The jobber’s salesman of today 
must do much reading to keep up 
with the fast advancing methods, and 
improvements in the apparatus and 
devices which he handles. If it’s 
true, that by “tracing the develop 
ment of artificial illumination we have 
the history of the human race,” then 
the reputable jobber’s salesman in 
each vicinity is a leader, and as suc!) 
should recognize his responsibility 
and live up to it. 
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Factory and Main Office of Steel City Electric Co., Pittsburgh, Pa 


View showing recent addition at right which will enable us 
to increase production and give greater service to the Elec- 
trical Industry. 


Industries are ingrained with the characters of 
their founders and directors. Products partake 
of the character in kind, quantity and design, 
of the men responsible for them. Even the 
personnel of organizations reflects the ambi- 
tions, ideals and methods of those who direct 
them. 


Have You Our Catalog No. 33? 


a * 
Bev ifiliill 


1207-1219 Columbus Avenue 
Pittsburgh, Pa. 
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Milk Sterilization 
By Electricity 
A special report has just 
issued by the British Medical 
search Committee, dealing with the 
destruction of bacteria in milk by 
electricity, says an item in Commerce 
Reports. The report enumerated the 
results of 15 experiments under vary- 
ing conditions, with different degrees 
of current and with several qualities 


been 


of milk, as well as showing two types 
of apparatus used. Although it was 
not definitely determined whether the 
electric current in the method adopied 
had a directly bactericidal action or 
acted as a thermal agent, the final 
conclusions reached were as follows: 
Milk can be rendered free from B. coli 
and B. tuberculosis by the new elec- 
trical method described without rais- 
ing the temperature higher than 6% 
deg. or 64 deg. C. This temperature 
effect is very short in duration and 
in itself is not the principal factor in 
the destruction of the 
Though the milk is not sterilized in 
the strict sense of the word, yet the 
percentage reduction of the bacteria 


bacteria. 


taken over a period of a fortnight is 
99.93. The keeping power of the milk 
is considerably increased. The taste 
of the milk is not altered, and so far 
as careful chemical examination can 
determine the properties of the milk 
The 
milk can accurately be described as 
“raw milk” free from pathogenetic 


are not in any way impaired. 


bacteria. 
* * * 

Wants to Take 
On Lines 

Standard Electric Co., a firm of 
electrical contractors, with offices and 
salesrooms at 41 South Orange ave- 
nue, Newark, N. J., desires to act as 
representatives for jobbers and manu- 
facturers of electrical supplies and 
fixtures. 


* * * 
Will You 
Fight? 
Butler Brothers, Chicago, IIL, 


wholesaler of general merchandise, is 





Re- 





distributing a booklet entitled “Will 
You Fight?” in the hope that it will 
influence merchants to help reduce 
costs by featuring the popular-priced 
every day useful goods that are al- 
ways in big demand, but that have 
been lost sight of in the past year or 
so of loose buying. The booklet con- 
tains good suggestions for the jobber’s 
salesman to pass on to the dealer. 


* * * 


Trick to Determine 
Kind of Current 

An appliance salesman calling on a 
consumer is often confronted with the 
question as to whether the current en- 
tering that particular home is alter- 
nating or direct. It takes time to call 
up the central station and the time 
lost may cost a sale. A simple means 
to determine the current may be em- 
ployed in a case of this kind. Take 
an ordinary horseshoe magnet and 
approach it toward the filament of a 








\ 

Here is Bill Goodwin in his fighting 
togs. The camera caught him just as 
he was preparing to lead his “Blue” army 
to victory over the “Reds” at the G-E 
Distributing Jobbers’ meeting at Asso- 
ciation Island early in July. Bill can 
fight like hell, too. 





IGEST OF THE NEW 


GG; 


lamp when it is lighted. If the fila 
ment is steadily attracted to the mag- 
net the current is direct, whereas, if 
the filament vibrates, the current is 
alternating. Of course, a salesman 
entering a territory or locality is sup- 
posed to know what kind of current 
he’s dealing with—anyway, this is a 
good trick to know. 


* %* * 


Radio Convention 
at Chicago 

An interesting development in the 
radio world was the three-day Central 
Division Radio Convention held at the 
Edgewater Beach hotel, Chicago, on 
Sept. 2, 3 and 4. Approximately 300 
amateur radio operators, 
telegraphy telephony 
manufacturers and dealers and enthu- 
siasts of every nature from all parts 
of the country were in attendance. 
The purpose of the meeting was to 
permanently organize a radio asso 
ciation to be national in its scope. 
The first day was devoted to a busi 


wireless 


and supply 


ness meeting, the second to a tech- 
nical meeting and the third princi 
pally to social activities. This is the 
first meeting of its kind since the war 
and all those that attended were firm 
in their convictions that the radio field 
should be more widely recognized as 
an integral part of every branch of 
the electrical industry and are earnest 
in their efforts to put this belief into 
actual effect. 
* * * 

Cancellatioin of 
Orders 

Wholesale 
threatens to develop a serious business 
situation, according to a nation-wide 
survey recently completed by the Na- 
tional Chamber of Commerce. “Most 
cancellations are largely due either 
directly or indirectly to conditions 
arising from war times,” says the re- 
port in part, which is based upon 
replies received to a questionnaire sent 
to 100 leading trade associations. 
The percentage reporting that cus 
tomers fail to recognize the sacred- 
ness of contract was comparatively 


cancellation of orders 
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Some 


electric washers 
lift and dip 
the soiled fabrics 
in a tub of sudsy 
water. And itis 
a good method. 









































The A B Ds Laundress does both. 


Rapidly it alternates these good methods. 
And so it combines their advantages. 





Other 


electric washers 
rock and toss 
the soiled fabrics 
to and fro in 
sudsy water. 
And if is a good 
method. 


ALTORFER Bros. Company 


PEORIA, ILLINOIS 





Executive Offices and Factories at Peoria 


NEW YORK CITY 
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small. An analysis of replies has 
shown the chief reasons for cancella- 
tion as follows: Inability of manu- 
facturers to make prompt delivery; 
overstock ; declining business ; revision 
of production schedule; financial em- 
barrassment; refusal of the public to 
“There is 
the report continues, “‘that 

definite stand is taken 
against any tendency to regard can- 
cellation of orders as unimportant and 
unless theré is a cultivation: of gen- 


buy at the present prices. 
danger,” 
unless a 


eral feeling that an order is to be 
considered more than a memorandum, 
this evil will assume serious propor- 
tions.” 

* 





* 





* 





Eliminates Back 
Orders 

A means of keeping the files clear 
of dormant back orders and a possible 
method of improving the credit situa- 
tion has been taken by a large elec- 
trical and hardware jobber in Cleve- 
land. When a dealer or buyer of any 
classification sends in an order that 
portion of the order which it is pos- 
sible to fill is filled and 
placing the balance on a back order 
it is canceled. 


instead of 


The buyer is then 
notified that this action has been taken 
and he is requested to add the remain- 
der or unfilled balance of his order to 
This keeps 
the files clear of undesirable back or- 
the 


the next order he places. 


ders, helps clarify future and 





















A close-up of the Post-Glover 


clothes. 


their recent outdoor sales meeting. 


(Cincinnati, 0.), 





boys with their “arguing” 
Everything from a change in list price on schedule material to the why 
and wherefore of the league of nations was thrashed out by these fellows in 


Baldy Strother (you'll know him) in the 


center is trying to catch some of the pestiferous flies that insisted on using his 


head as a skating rink. 


The final decision at the conference was that the inhab- 


itants of the Solomon Islands should wear more clothes and shoot less craps. 





obviates a possible dangerous situa- 
tion. Other jobbers in the Cleveland 
territory are contemplating the adop- 
tion of a similar scheme. The plan 
has met with favor among the trade. 
* * * 

Progressive Electric Co. 
Opens New Store 

M. V. Rutherford, president of the 
Electric 


Minneapolis, Minn., in an announce- 


Progressive Company, 











All aboard for Podunk, Squeedunk, Raisin Center and Cincinnati. 
Big 17, the business-getters of the Post-Glover Electric Co., Cincinnati, O., home- 
ward bound after a week of work and play in a sales conference at a summer 


resort near Cincinnati. 


N. S. (Mack) MecGilvary, J. G. (Jack) Polley, F. C. (Fay) Hayes, L. 


Trotter, F. D. 
CG. mi 


Van Winkle, president 
(Storchy) Storch, C. R. 


Bishop, Louis (Lou) Niederlehmer, O. H. (Ollie) Holters, E. 
(les) Appellgate, W. E. (Bill) Haddon and A. Fred Phelps. 


(Baldy) Strother, P. J. 


Here is the 


Meet the boys starting from the left: KE. E. Brooks, 
EK. (Trot) 
of the company, Howard A. Christoff, 


Williams, C. R. (Bob) 


J. Counts, Leslie T. 





ment being mailed to the trade is pro 
claiming the opening of this com- 
pany’s new store at 28 South Sixth 
street. The announcement says that 
this is the largest and most beautiful 
store in the Northwest and invites the 
public to inspect it. 
* * * 

Salesmen’s Convention 
at Nela Park 

On Monday, Tuesday and Wednes 
day, September 13, 14 and 15, a 
Salesmen’s and Jobbers’ convention 
was held at Camp Nela, Cleveland, 
Q., under the auspices of the National 
Lamp Works. The program included 
entertainment and dinners as well as 
interesting, constructive talks on illu 
mination in all its phases. The con 
vention proved as much of a success 
as all those of a similar nature which 
have preceded it. Those who at- 
tended were unanimous in their hearty 
approval of gatherings of this nature 
in which each man has an opportunity 
to enjoy himself, extend his ac- 
quaintance in the field and further his 
knowledge of lighting. 

* * * 

Appliance Sales 
Drop Off 

It is reported that, 
months of July and August, appliance 
sales dropped off considerably in the 
New England district but that things 
were expected to pick up again in the 
near future. Several appliance manu- 
facturers have already begun public 


during = thie 


ity campaigns. 
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ABolite 
Interchangeability 


ABolite Reflectors are interchangeable with three 
types of holder sockets; (1) The AB Holder Socket, 
(2) The Luminous Holder Socket, (3) The AB 
Shade Holder—and can be furnished in three addi- 
tional types of one-piece neck construction, (4) The 
AB Holder Socket (spot welded to the reflector), 
(5) The Heel Type for Standard Brass Shade Hold- 
ers and (6) The Drawn One-Piece Neck. ABolite 
Reflectors are adaptable to Industrial Plants, Sign 
/llumination, Show Windows, Roadways, Sidewalks, 
Yardways, Garages, etc. 


Flexibility — 


ABolites are easy to install—easy 
to replace—easy to remove for 
cleansing. 


This is due do the ABolite Clamp 
Spring, requiring but an instant to 
compress and allowing the reflector 
shade to be easily removed from the 
socket. 














An ABolite installation is a flexible, 
economical lighting system. 


ADAMS-BAGNALL ELECTRIC COMPANY 
CLEVELAND 
Branch Office: Chicago, 29 E. Madison Street 
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_ Fingers 
the only tools necessary 


“What tools do I use to renew this fuse?” 
YOUR TEN FINGERS. 

“How long does it take?” 
A FEW SECONDS. 


Not even a screwdriver is needed to renew this 


FERRULE 
BUSS £28:::! FUSE 
RENEWABLE 


Five parts compose it. You alized from this fuse—all be- 
cannot put them together cause of simplicity in design. 
wrong. Think of the time Find out what this fuse 
saved—the security against means to YOU. Ask us (or 
costly and dangerous mis- our salesman) for our new 
takes—the longer service and F. C. book about it. Do it 
the greater protection re- TODAY. 


BUSSMANN MFG. CO., St. Louis, Mo. 


BRANCHES 
New York, 731 Broadway 
Chicago, 627 W. Jackson 
San Francisco, 509 Mission St. 


YY 


Li 


Le 














Rely on a fuse which is good enough to be 
See. IN ALL VOLTAGES AND 


Buss Fuses are one of the only four makes 
approved by Underwriters’ Laboratories, 
Inc., in both 250 and 600 volt sizes. 
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The simplest fuse 
is easiest to sell 


Simplicity is the big bid for the interest of the 
man who buys fuses. 

He knows that the simple fuse is easiest to re- 
new, lasts longer, is unaffected by heat or cold— 
and gives more certain protection to his electrical 
equipment. 


MMMM LY 





Such a fuse, for example, is this 


BUSS sais; FUSE 


It contains only five parts. This fuse will prove itself 
easiest to sell because it sur- 
passes others in design and 
needed to renew it. Not even performance. And easy sales 
mean quick turnover—larger 
profit. 


Fingers are the only tools 





a screwdriver is required. 


Get our F. C. Book on this remarkable fuse. 


BUSSMANN MFG. CO., St. Louis, Mo. 


“a The opposite page shows 
current BUSS advertising 
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Notes About Jobbers 


Metropolitan to Occupy 
New Quarters 

Metropolitan Electrical Supply Co., 
which has heretofore been located st 
124-126 West 36th street, New Yor 
into 
36th 


City, will move, around Oct. 1, 


its new building at +l West 


street, that city. 


* * 
Kirkpatrick With 
Appliance 
G. F. Kirkpatrick, formerly man- 


the appliance department, 
Pacific States Electric Co., Seattle, 
Wash., is acting in the 


capacity with the Electric Appliance 


ager of 


now same 


Co. of the same city. 
* * 

Cummings Leaves 

Western Electric 


Ross D. Cummings, who for the 
past 12 years has been connected with 
the Western Electric Co. at Dallas, 
and Cincinnati, O., 
salesman and more recently as house- 


Texas, first as 
hold appliance specialist, has left that 
company to accept a position with the 
H. G. Weeks Co., is 


manufacturers of electrical ranges. 


Hamilton, 


Mr. Cummings will act in a_ sales 
capacity covering the entire United 
States in an endeavor to establish 
velationship with the electrical jobber. 
As Ross puts it, he the 
United States and parts of Arkansas. 


* * * 


will travel 


G-Q Electric Co. 
Re-organizes 

Announcements are being mailed to 
the trade in the north central territory 
heralding the re-organization of the 
G-Q Electric Co., 28-25 Erie street. 
Milwaukee, Wis. 
F. W. 


contract 


Under the new ar- 
rangement Grensel, as presi- 


dent, will for nationally 


advertised products; P. R. Boole, as 
vice-president and general manager, 
will look after the sales, and S. C. 
Grensel, as secretary and treasurer. 
will devote his time to giving their 
customers service, which, the company 
says, it is now able to do to a much 
better and greater degree. Perry R. 
Boole has, for the past 15 years been 
general sales manager of the Electric 
Appliance Co., Chicago, Ill. He goes 
to his new duties amid the congratu- 
lations of a host of friends. 














Here’s a notable foursome that made the balls (and maybe the turf) fly at the 


recent Westinghouse Agent-Jobbers convention. 


From left to right they are: C. A 


Dostal, district manager, Westinghouse Lamp Co., St. Louis, Mo.; F. D. Phillips, 
president, Central Telephone & Electric Co., St. Louis; G. S. Milner, general man- 
ager, Erner Electric Co., Cleveland, O., and J. Kelly,.sales manager, Free Sewing 


Machine Co., Rockford, Il. 


From the looks of the patch of light next to Fred 
Phillips’ left hand, that must be some diamond he has on. 








Hello, fellows—-glad to see you again! 
This enthusiastic greeting emanates from 
A. J. Selzer, general sals manager, B-R 
Electric Co., Kansas City, Mo., and is 
directed at his old cronies up in Chicago. 
Art used to be a familiar figure in Chi- 
cago electrical circles as sales manager 
of the Central Electric Co., but now he’s 
equally as popular in the state and city 
of mules. 





Western Opens 
New Branch 

The Western Electric has 
opened up a new branch office and 
warehouse at 150 North Third street, 
Columbus, O. 


Co. 


* * * 


Erner & Hopkins Moves 
Into New Home 

The Erner & Hopkins Co., Colum- 
bus, O., is moving into its new perma- 
nent home at 146-148 North Third 
street, Columbus. The _ building. 
which, the company says, represents 
the last word in electrical supply 
houses, will be L-shaped, six stories 
high and comprise about 60,000 sq. ft. 
of floor space. The front part of the 
store on the first floor is to be used 
for the display of household appli- 
ances, while the rear of this display 
room is the wholesale or contractor- 
dealers’ department where a complete 
stock of materials is carried. The 
new shipping room, containing 3000 
sq. ft. of floor space, faces on a rail- 
road spur which expedites shipping. 
On the third floor is a large room, 
also containing 3000 sq. ft., which has 
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Knife-blade type 























mean a ace pa 
for jobbers’ salesmen 


Jobbers’ salesmen find it most profitable in the 
long run to push Economy Fuses because they 
invariably bring repeat orders. 


Fuse users effect greater economies in operating 
expenses and provide more dependable electrical 
protection when they use Economy Fuses ex- 
clusively. 


Economy Fuses are accurately rated. They give 
maximum safety and efficiency at minimum cost— 
cut annual fuse maintenance costs 80% as com- 
pared with the use of “one time” fuses. 


Fibre cartridge, sturdy end-caps and the winged 
washers, which securely lock the fuses, are virtu- 
ally indestructible. 


Economy Fuses are advertised nationally; each 
advertisement carries the slogan: 








Ferrule type 


“For Sale by all leading electrical jobbers*and dealers” 





Economy Fuse & Mfg. Co., Chicago, U.S. A. 


Economy Fuses are also made in Canada at Montreal 
Economy Fuses were the first line using an inexpensive bare link for restoring a blown fuse to its original 























efficiency to be APPROVED IN ALL CAPACITIES by the Underwriters’ Laboratories. 
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been set aside as a sales conference 
room, lunch room and general recrea- 
tion parlor in which the employees 
can dance or otherwise amuse them- 
selves during noon hour. A motion 
picture machine will also be installed 
to assist speakers in illustrating their 
talks in the conferences. Since the 
company’s recent fire it has done re- 
markably well in accumulating a most 


complete stock. 
* * * 


Milner-Flower Company 
Occupies New Home 

The Milner-Flower Electric Co. of 
Buffalo, N. Y., has moved from its 
old location to Main street where it is 
occupying the entire building at No. 
9 U Terrace. The present location 
of the Milner-Flower company has 
been remodeled especially to accom- 
modate its electrical appliance busi- 
ness, a feature of the building being a 
display room in the style of a modern 
residence in which the various house- 
hold devices are shown in their logical 


environments. 
* ¥* * 


Post-Glover Modernizes 
Warehouse 

The Post-Glover Electric Co., Cin- 
cinnati, O., recently made new addi- 
tions to its already large and modern 
warehouse. L. E. Trotter, assistant 
sales manager, says no stone has been 
left unturned in making the buildings 
the last word in electrical storehouses. 
A spiral chute from the fourth floor 
to the main floor facilitates shipping; 
stencil machines and tag addressing 
machines save much time and expense 





in directing shipments, while two 
automatic electric scales aid the ship- 
ping clerks in eliminating errors in 
weighing. Packages can be weighed 
in less than half the time required 
when weights have to be shifted. The 
warehouse is divided into eight de- 
partments with a manager and stock 
clerk in charge of each, thus making 
it possible to keep a more accurate 
check of the stock. There is also a 
department equipped with a circular 
power-driven saw in which the com- 
pany makes its own shipping cases. 
The warehouse now extends a full 
block, is equipped with a sprinkler 
system, the latest Telautograph sys- 
tem and is guarded by a husky police- 
man. The company says that this 
efficient system of human and mechan- 
ical machinery enables it to extend its 
customers an unsurpassed service at 
a reduced handling expense. 


* * * 


Jobbers’ Salesmen Attend 
School of Illumination 

About 45 jobbers’ salesmen gath- 
ered in Cleveland on September 13, 
14 and 15, to attend a school of light- 
ing at the National Lamp Works, 
Nela Park. The purpose of the meet- 
ing will be to educate jobbers’ sales- 
men who will later specialize in indus- 
trial and commercial lighting work 
and hold positions with various job- 
bers as heads of lighting departments. 
The meetings were held under the 
direction of W. M. Skiff of the engi- 
neering department, National Lamp 
Works, assisted by various members 
of that organization. 
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“Look us over, fellows, look us over. 


We are Bartenders’ Union, Local 9999,” 


says this group of snappy electrical supply dispensers of the George Worthington 
Co., Cleveland, O. C. F. Gottschalk, assistant manager of the electrical department, 


only the left, is asking “Whrre the h 





is the birdie?” 








F. L. Funsten, president of the Fun- 
sten Electric Co., Kansas City, Mo., 
takes pride in letting you know that he 
is one of the biggest Kansas City boost- 
ers in that city. “Everywhere the Cham- 
ber of Commerce boosters went Mr. 
Funsten was sure to go.” Sure, K. C. 
is all right but it takes too much money 
to drink yourself cool. 





Perry Boole Given 
Farewell Party 

On Saturday evening, August 28, a 
farewell party was given at the Bel- 
mont Golf Club, Chicago, to Perry R. 
Boole, formerly general sales manager 
of the Electric Appliance Co., Chi- 
cago, but who recently became vice- 
president and general manager of the 
G-Q Electric Co., Milwaukee, Wis. 
Mr. Boole, better known as “Perry” 
to his innumerable friends, has been 
connected with the electrical jobbing 
field for many years and for the past 
15 has held the position before men- 
tioned. As a token of their friend- 
ship and his popularity, Perry was 
presented with a sterling silver loving 
cup at the party by his fellow mem- 
bers of the Belmont club. 


* * * 


Amber to Construct 
New Home 

The Amber Electrical Supply Co.. 
Chicago, Il., will construct a com- 
modious new home on the corner of 
Desplaines and Adams street, Chi- 
cago. The new building, to be known 
as the Amper building, will be seven 
stories high, with basement and will 



















Ihirty years seems like a ead time, but it’s not too long for 
the building of a good fuse. You can’t make a satisfactory 
fuse without experience, and experience requires time. 


Today the “Union” Renewable and Non-Nenewable Fuse 
stands at the top of the list for efficiency, durability and low 
cost because it represents the best fuse experience available 
in the world. The foremost electrical engineers of America 
have, from time to time, put their genius into ‘‘Union” 
Fuses. And in addition to this, “Union” Fuses have always 
been made from the highest grade of raw materials. 


That is why “Union” Fuses blow at the right instant, ac- 
cording to rating. That is why they don’t explode with 
violence. ‘That is why the renewable type has the stamina 
to withstand a greater number of blowouts than any other 
fuse, and why it can be more quickly renewed, at a big sav- 
ing of time. Correct design and honest construction are ap- 
parent in results. 


“Union” Fuses have had the Underwriters’ approval for 
many years and are universally used in important installa- 
tions of all classes. 


“Union” Fuses, both Renewable and Non-Renewable, are 
for sale by all leading electrical jobbers and dealers. 


Our Fuse Booklet gives valuable 
information. Shall we send it? 


Chicago Fuse Mfg. Co. 


Oldest and largest manufacturers of Fuses, Elec- 
trical Protecting Materials and Conduit Fittings. 


CHICAGO NEW YORK 


Also in_Boston, Cleveland, Los Angeles, Detroit, Kansas a. Pitts- 
burgh, Philadelphia, St. Louis, San Francisco, Min p Ind 
Birmingham, Grand Rapids, Milwaukee. 
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Thirty Years to Build It— 
| But the Job was vas done Right!) 
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The 
exterior will be finished in pressed 
brick and terra cotta while the inte- 
rior will be of mill construction, with 
laminated floors, providing for a 
heavy loading capacity. The 
ture will be equipped with a sprinkler 
system, passenger and freight eleva- 
tors, a large loading platform and a 
shipping driveway. Adolph H. Bern- 
stein is the head of the Amber com- 


cover the entire lot, 68x75 feet. 


struc- 


pany. 
* * * 

Western Electric Branch 
Goes on Spree 

The Grand Rapids house of the 
Western Electric Co. held a_ little 
jubilee and general outing last month 
at which Frank Caestecker, the rough- 
neck 
seemed to be the predominating figure. 
So says The Live Wire, the weekly 
publication of the Western Electric's 
not 
the 
with his knee, laying him out to sleep 


from Chiecago’s north side, 


Chicago _ house. Frank only 


busted some poor guy in head 
among the wildflowers, but gave the 
crowd a scare with his sea lion yell 


out in the middle of the lake. The 











A high-tension jobber is H. H. Hen- 
ley, president of the Triumph Electric 
Co., Minneapolis, Minn.; jobbers and 
farm line builders. Mr. Henley’s pet 
hobby is getting a bunch of those north- 
western farmers with the bulging 
pockets together and inducing them to 
erect community lines. And we'll in- 


struct the universe that there are plenty 
of farms in Minnesota having light and 
power lines made up of Triumph mate- 
rials. 




















Some hot! D. S. Spector,: general 


sales manager, St. Paul Electric Co., 
Lloyd Duntley, general sales manager, 
Hawley Mfg. Co., and E. J. Vergosen, 
assistant manager, Everlite department, 
St. Paul Electric Co., are confabing as 
to how they can make every farmer in 
the northwest part with sufficient coin 
to buy an Everlite farm lighting plant. 
Looks as though some playful agricul- 
turist had planted his fist in Lloyd’s 
face but he’s only mopping little drops 
of salt water (honest it was only per- 
spiration) from his chin. 





onlookers thought he was drowning 
and secretly agreed he ought to be 
drowned for throwing out such a 
scare. It is said the bunch was taken 
out to the lake in a one-ton Henry of 
the Monroe period. 


* * * 


Pacific Western Electric 
Houses to Stage Shows 

Pacific coast branches of the West- 
ern Electric Co. have completed plans 
to stage shows during the month of 
September at the Eastern Washington 
Fair, Spokane; Washington State 
Fair, Yakima; Walla Walla County 
Fair at Walla Walla, and the Oregon 
State Fair at Salem. Also, local dis- 
tributors and agents in districts ad- 
joining the larger cities will stage 
demonstrations at approximately 20 
smaller fairs during the fall months. 

* * * 

Pacific Jobbers Hold 
Quarterly Meeting 

The regular quarterly meeting of 
the Pacific Division of the Electrical 








Supply Jobbers’ Association was held 
at Del Monte during the early part 
of August. Due to the fact that it 
was vacation time and the meeting 
followed so close on the heels of the 
big convention that was held in May, 
the attendance was very light. 


* * * 


Smallest Jobber 
Joins Benedicts 
Frank A. Delaney, 22 Concourse, 


Hudson building, 


boasts of being “‘the smallest elec- 


Terminal who 
trical supply jobber in New York 
City,” has been handing out a smile 
of late that is hard to beat. The fact 
is he deserted the ranks of single 
blessedness and became a benedict on 
September 2, when he was married to 
Miss Jeanette Schwartz of New York, 
who is as small in stature, but with a 
heart as big as a mountain (according 
to Frank). 
ered marriage a very fitting way to 
celebrate his first anniversary on the 
Concourse. He opened shop for tlh: 
first time on August 18, 1919. 


Frank tells us he consid- 




















If Tom’s wife could only see him now 
wouldn’t flat irons and rolling pins work 


overtime? J. A. Duncan, manager of 
the Apex department, Illinois Electric 
Co., Chicago, is giving Thomas Asbury 
(Razzberry) Brooke, manager lamp de- 
partment, same company, his mora] sup- 
port in Tom’s campaign for young ladies. 
Mrs. Brooke doesn’t know though that 
it is stenographers and typists that are 
wanted. 























Lhe ideal electrical proposition gives gratification to 
the customer and a satisfactory profit to every branch 


of the industry 


THATHHOHORUAOUTGEE  BORSRARAUA enna 





Floodlighting Installations 
Pay Profits to Jobber, Contractor, 
Lamp Dealer and Central Station 


There is a substantial profit for electrical jobbers in 
the sale of G-E floodlighting accessories. This is new 
business that has not hitherto been handled through 
distributors to any extent. 


The contractor who installs G-E floodlighting pro- 
jectors has his profit from the job as has also the 
lamp dealer who keeps the system supplied. 


Central stations, too, will find the floodlighting load 
a gratifying addition to their revenue. 


In every community there are countless opportuni- 
ties for floodlighting—buildings, statues, play- 
grounds, parks, tennis courts, etc., etc. 


Are YOU going after this business? 








































General Office 
Schenectady, NY 


Sales Offices in 
all large cities 











The development of this merchandising idea—the present 
building movement and the remodelling of existing 


buildings— 


The Introductory Package 


is a combination including ten each of the following wiring 
device specialties and transformers: G-E Twin Receptacle, 
G-E Standard Plug, G-E Flush Plate, Remindo, G-E Double 
Duty Socket, G-E Quad Receptacles, G-E Twin-Outlet 
Plug, G-E Cord Connector, G-E Thru Cord Switch, G-E 
All-Nite-Lite, Wayne Bell-Ringing Transformer. These 
have all received the blue and orange labels. Each device 
is packed in the appropriate carton and all are enclosed 
in a wooden packing case. This handy assortment affords 
your dealers quantity buying in small lots. Also it allows 
them to carry a comzlete line of these devices. 





| General Office 
Schenectady, N-Y 


J > et ee 


Sales Offices in 
all large cities 




























all combine to make this summer a season of heavy 
selling of wiring device specialties 





Makes Profitable Shelves 


The G-E Introductory Package contains several items which 
should be incorporated in the wiring of every new house, 
and also a number of devices whose function is to correct the 
inadequacy of old wiring until such time as a complete new 
system shall be decided on. Dealers can demonstrate to 
the homebuilder the multiplied future service embodied in 
Remindos, G-E Twin Receptacles and Wayne Bell Ringing 
Transformers; they can help to overcome the wiring diffi- 
culties in the old home by means of Double Duty Sockets 
and Twin-Outlet Plugs. 





Tell all this to the dealer—it will make sales easier for you. 
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i” General@eElectric 





























General Office C = Sales Offices in 
Schenectady, N.Y. oO m Pp a n all large cities 
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25 Duplexalites, shades, ete— | q 
$556.50 (selling price) 


25% and 20% discount—$%333.90 
(investment ) 


Sales of one (1) Duplexalite per 
day—$222.60 (actual profit per 
month ) 

Twelve times per year turnover of 
original ca pit a 1—$2,671.20 
(800% _ profit) 





Sell one a day 


Do vou know the great record of 
Duplexalite for quick turnover and 
large profits? 

It’s a big subject—but in a nutshell 
the outstanding feature is that many 
wide-awake electrical contractors and 
dealers all over the country yearly earn 
a profit of 800 per cent or more with 
this unique and popular lighting unit. 





They do it by selling one Duplexalite a day 


Any dealer, with a minimum of real effort, 
can average sales of one Duplexalite a day. 
It is the most versatile light in the world 
and a necessary adjunct to good lighting. 
The market for Duplexalite is universal for 
it as completely solves all lighting troubles 
in the commercial field—stores, offices, 
schools, libraries, banks, clubs, ete.,—as it 
does in the home installation field. 

If you want to get all of your dealers 
operating on an 800 per cent profit basis, 
get them tied up to your lighting depart- 
ment with a Duplexalite dealer contract. 


DUPLEX LIGHTING WORKS 


of General Electric Company 
6 West 48th Street New York City 


Duplex-a-lite 


“The light to live with” is trside 
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How Bill Handles Kicks 


He Gives Service—Real Service—to His Customers 


LD Bill seems to disregard all 
those old rules of salesman- 


ship that we learn in those 
correspondence that 
you a star salesman in one evening 
and those rules that the fellows who 
go around talking about salesmanship 
I don’t believe 
that Bill would know what a psycho- 


courses make 


tell us so much about. 


logical moment was if he saw one. He 
doesn’t seem to pay any attention to 
the four steps of making a sale, 
getting attention, arousing interest, 
a desire and getting the 
order. He isn’t the sort of fellow 
you'd expect to be expert in play- 


creating 


ing upon human emotions, the same 
way that Paderewski plays upon the 
piano or Fritz Kreisler plays upon a 
He just goes about his work 
in a matter of fact way and seems to 


violin. 


pay no attention to sales theories or 
principles. 

In spite of all this, however, he 
gets the business. Maybe he does 
use that psychological moment by 
playing upon the emotions stuff with- 
out knowing. And yet perhaps he 
does know that he is using it but does 
it in a different way from that which 
most people who sell goods use it. 
Old Bill usually knows what he is 
doing and has good reasons for it if 
you can only get it out of him but he 
goes at things so much different from 
a good many that he seems to be 
afraid to give his reason for fear 
someone will make fun of him. 

You know Old Bill has one of those 
single-track minds we've been hear- 
ing so much about these past years. 
I guess I’ve told you about that be- 
fore. Anyway when he once gets 
thinking along one line you can’t seem 
to shift him. 

When everybody was 
fuss because, due to transportation or 
some other cause, it was hard to get 
the goods to them, it put most of us at 
our wits ends to try to find excuses. 


Old Bill didn’t bother about excuses 
at all. He started right out talking 


making a 


about more turnovers every year. He 





By J. E. BULLARD 


preached about the uncertain business 
conditions and that it was better to 
be short of goods than to have too 
many in stock. He showed his custo- 
that 
change, that prices might come down 
and again that they might not. He 


mers times would eventually 


explained to them that no one could 
tell just what would happen in the 
future or when. He explained that 
now is the time to get the credit intc 
better shape to clean out all the dead 
stock and to get the business on a 
that it 


smaller capital for a given volume of 


basis so could be run on 
business. 

Would you believe it, that fellow 
got his customers so interested in 
what he was saying that they did not 
pay so much attention to the shortage 
of goods as you would think they 
they would have. I guess this is 
where the psychological moment and 
the playing on the emotions came in. 
He kept at them so hard that he got 
them thinking about something else 
than blaming the house for not filling 
their orders quicker and getting the 
goods to them in better time. 

I don’t suppose that many men 
could do what Old Bill did. I know 
that I could not because I tried it. It 
is the way that Old Bill has about him 
that got it all across. 
about everything, he is so much like a 


He is so serious 


college professor in many ways that 
they just listened to him and after he 
had been going a little while he made 
them see how they could make a little 
extra money without worrying about 
the goods which were slow in coming. 

Every dealer knew that everybody 
else in the business was in the same fix 
anyhow. Bill carries a note book all 
filled with figures, tables and curves 
and he uses this to illustrate his talks. 
Before he has gone very far he has 
made these figures, curves and tables 
mighty interesting. One set that he 
has deals with the period just after 
the Civil War. He has figures show- 
ing the business failures by years over 
that period and the trend of prices. 
By means of these figures he is able to 


show the dealers that they must give 
very careful attention to busines now 
and not stock up with any more goods 
than they actually need to do business 
if they are gong to succeed. He has 
also gotten after them to collect what 
is due them while people have money 
and to pay what they owe. before they 
are pressed to do so. 

Old Bill has already demonstrated 
to his customers that it is not very 
hard to collect money now if you get 
after those who owe you hard enough. 
At the same time he has shown with 
facts and figures that everyone is like- 
ly to be owing more money than he 
can pay promptly and that the dealer 
or contractor who lets bills run now 
is likely to find a little later that he 
can't collect them at all. 

It certainly is mighty funny how 
Bill has been able to work the whole 
thing out. But it sure has paid him. 
He hasn’t anywhere near as many 
grumblers in his territory as the rest 
of us have in our territories. I sup- 
pose this is because he has acted as 
business adviser to them so long that 
they place their confidence in what he 
says, and he can get away with a 
whole lot that no one else could. 

Bill has the run of the place with 
most of his customers. When a 
dealer is busy Bill just noses around 
and looks over the stock on hand. 
His customers haven't objected to his 
doing this because they have found 
that he doesn’t do it merely to get 
bigger orders. Usually after he has 
gone over the stock he can make some 
suggestion that will result in bigger 
sales or in cleaning out some dead 
stock. 
him information 


Sometimes, however, it gives 
which he can use 
effectvely to overcome objections that 
the dealer may make. 

It worked out this way in the case 
of one dealer who was inclined to 
make more trouble about delayed 
shipments and orders not completely 
ritory.. When Bill arrived at the 


store this dealer was busy with a 
customer so Bill just went wandering 
around the store and the stock room. 
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He found in the stock room some 
stock that had been there for some- 
time. He knew that it was more 
than this dealer ought to have on 
hand. Part of it was some that Bill 
had sold and part of it had been 
purchased elsewhere. It was stock 
that had been going up in price and 
it was evident that this dealer was 
buying it as a matter of speculation 
rather than as a matter of business. 
Besides this dealer was slow in paying 
his bills. There was every reason to 
believe that he was gambling with the 
jobber’s money. He was trying to 
take advantage of the increases in 
prices and he was stretching his 
capital just as far as he could make 
it go. In other words he was buying 
on what they call in Wall Street a 
margin in the hope that a rise in 
prices would make a nice little for- 
tune for him. 

Well I hear that when that dealer 
finished with his customer he heard 
a real hell-fire and brimstone ser- 
mon on better business methods. I 
think that if Bill had gone in for 
religion he would made a good second 
to Billy Sunday. He is so darn 
quiet all the time that when he does 
get warmed up everyone pays atten- 
tion to him. 

Old Bill Spicer, however, isn’t any 
body’s fool and he always seems to 
know just when he has got to go at 
a man strong and scare him about 
half to death and when he can afford 
to use him gentle. Bill never gave 


this dealer any chance to make any 
objections about slow shipments or 
reduced orders. He just opened up 
his little black loose-leaf book and be- 
gan showing that man that he would 
have to cut down on his stock, would 
have to get rid of his old stock or he 
would eventually have to sell out to 
the sheriff. He put it to him strong. 
He used his charts and curves to 
show what would surely happen if 
that fellow didn’t get busy and clean 
house. ' 

I don’t suppose that the dealer 
would have stood for it if Bill hadn’t 
have helped him make a good many 
dollars in the past and had helped 
him out of tight places more than 
once by going out with him to collect 
bills and to land contracts. I don’t 
suppose Bill would have taken it so 
seriously either if he hadn’t worked 
so hard to make this dealer a success. 
You know Bill seems to take it as a 
personal reflection upon himself if 
any dealer in his territory goes into 
bankruptcy. He seems to have felt 
a good deal the same way about this 
dealer as a professor would about a 
student he had coached for nothing 
if he found that student cribbing. 
Anyhow he sure did go after that 
dealer strong and before he _ got 
through with him he had him really 
scared. 

The upshot of it was that before 
Bill left plans were already made to 
clean out that stock and to pay the 
bills due the jobbers that fellow had 

















Bang—phizz-z-z-z. There she blows! 
that paved this road with tacks,” ejaculated Jim McNary of the Post-Glover 


Electric Co., Cincinnati, O., as another 


“Blank blank the *??—!! country rube 


perfectly good inner tube went to the 


bow-wows. Jim is just leaving the sales conference and thought he had finished 
a week’s hard work there but—he had another think coming to him. 








“I’m only camouflaging; I’m not mad 
at all,” says R. H. Hastain, sales man- 
ager, Wesco Supply Co., St. Louis, Mo. 
He is really quite a jovial fellow and a 
regular guy but there was a lot on his 
nind (besides hat and hair) the day this 
picture was taken. We forgot to ask 
Mr. Hastain what the R. H. stands for 
but judging by the way he works its 
Rush and Hustle. 





bought it from. He is keeping after 
all of his dealers in much the same 
way now, but he doesn’t have to go 
after all of them with so much energy 
as he did after this one. 


Just now Bill’s mind is running on 
the speeding up the turnover track 
and if he doesn’t swjtch onto another 
track before very long some of his 
customers are sure going to make some 
new records for turnovers. He’s got 
them to thinking along this line so 
much that already they are in much 
better shape to face anything that 
may come than are most dealers in 
any line. I don’t believe that any 
of his customers will have to close 
out any of their stock at greatly re- 
duced prices no matter what happens. 
Besides the credit of his customers 
seems to be a good deal better than 
the credit of those of any of the rest 
of us. Old Bill goes at things in 
a queer way most of the time but 
his ways usually put money into his 
own pocket and those of his customers 
as well. I guess after all this is 
really the highest form of salesman- 
ship. 
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DUNCAN MODEL M2 
A. C. WATTHOUR METER 


Potential loss, 1.0 watt. 

Total series loss, 0.29 watt. 

Weight of moving element, 10.0 grams. 

Torque or turning power, 42.0 millimetergrams. 

Ratio of torque to weight, 4.2 to | (highest known). 
Runs continuously on 14, of 1% of full load. 

Varies less than | % for power factor of 50%. 

Accurate to within 4 of 1% from 5% to 150% load. 
Varies less than 14. of 1% for 10% change of voltage. 
Varies less than 14. of 1% for 10% change of frequency. 


La Fayette, Indiana 
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Color Effects in Show-Window 


Lighting 








Unlimited Business Possibilities in the Field 


OR the past decade or so I have 
F had the opportunity to observe 

progress in illumination, to 
watch the fields of office lighting, in- 
dustrial lighting, residence lighting, 
store lighting, and the other numer- 
ous applications of light. I can 
frankly say in all trueness that no one 
field has as near reached perfection 
as the show window, and from a be- 
ginning which violated many of the 
principles of correct lighting. You 
all recall about ten or fifteen years 
ago we thought the correct method of 
was to install a 
unshielded 


lighting a window 


number of bare lights 
around the edge of the window, think- 


ing by a blaze of glory to attract the 


eye. We did not realize that very 
little of the light was effective on the 


merchandise, and moreover, a lamp 


By A. L. POWELL 


Edison Lamp Works 


interposed between yourself and the 
mist or veil 
which actually prevented you from 
seeing that which you. desired to view. 
A glaring light within the field of 
vision reduces the ability to see to a 


merchandise created a 


remarkable degree. 

Then, as I said before, a bare lamp 
distributes the light uniformly in all 
directions and very little of it gets 
back to the A great 
deal of it reaches the street surface 
where it is not So, the 
practice of concealing lamps from 


merchandise. 
necessary. 


view came into use, eliminating the 
glare factor, and equipping them with 
reflectors to direct the light on the 
where it needed. 


merchandise was 


Now over 99 per cent of the store 
lighting installations are provided 
with suitable reflectors, the lamps 
being thoroughly concealed from view. 

Window lighting is a most fascinat- 
ing subject in view of the future pos- 
sibilities. While have had this 
wonderful advance, we have possibil- 


we 


ities which are equally as great and 
which will improve lighting conditions 
and add to the attractiveness of a 
window to a degree comparable with 
has_ taken 
place in the last decade. By this | 
mean the use of stage effects for the 
show window. When you come right 
down to it, the display man is nothing 
more nor less than the stage manager 
of a miniature stage. His actors are 
dumb, it is true, but he has to pay the 
same degree of attention to the group- 


that improvement which 








Electrical Dealer’s Window Photographed at Midnight 
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Immediate Shipment 
of austIn Hickeys 


AUSTIN Adjustable Hickey 


By simply loosening 
the nut and turning the 
handle a new position 
is obtained which will 
overcome many awk- 
ward situations. 


The non-slip notches in 


the ends of the jaws pre- 





vent the tool from slipping. 


ast’ Bull Dog Hickey 


The Bull Dog Hickey is also 
equipped with non- 
slip notches and the 
jaws are reinforced. 


The end is thread- 
ed to take a one- 
inch coupling into 
which any piece of 
pipe can be used for 


a handle. 











“Cem” 


Cord Adjuster 


Ts &. c” 


The Gem is attached to the 
ceiling entirely independent of 
the wiring, directly over the 
spot where the light is wanted. 
The lamp cord is connected to 
the adjuster through an insula- 
tor by means of a heavy cord. 
The heavy cord is wound on‘a 
sheet metal drum by a powerful 
spring enclosed in the drum. 
The drum has three brass dogs 
that catch on a shoulder in the 
steel hanger. 


A gentle pull on the lamp 
cord places the lamp where it 
is wanted. A little jerk releases 
the dog and the lamp goes up 
out of the way like a window 


shade. 


Packed in individual cartons; 
5 cartons constitute a unit pack- 
age; 10 unit packages one 
standard package. 





he 























tecting your electrical installations to the greatest extent. 
the scientifically-planned, powder-filled renewal element, which also smothers the 
arc and prevents deterioration of the outer casing. 





Trico Fuses Will Protect Production 


Because they will carry momentary and starting overloads at the same time pro- 


This is made possible by 


It has been proven that TRICO FUSES will save you more money on fuse 
maintenance than any other fuse on the market. 


THE M. B. AUSTIN COMPANY, CHICAGO 
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ing of his actors and the setting of 
his scene that the most expert of the 
stage managers pays to his job. Now, 
the stage manager, contrary to the 
display man, does not confine himself 
to what we might speak of as “raw” 
or unmodified light—in other words, 
the light from the clear lamp. He 
effects, psychological 
effects, by the use of color and direc- 
tion of light, and there is where the 


gets his his 


display man has to learn a lot from 
the stage manager. He has begun to 
get some of these points into practice. 

The incandescent lamp itself, which 
is the universal light source in a win- 
dow, is very fortunate in having, what 
In 


other words, every color of the rain- 


we call, a continuous spectrum. 


bow is present in its light, from the 
red down through the violet and you 
ean accordingly modify the light from 
the lamp by cutting out certain of 
these rays. For instance, if you 
should cut out all the red, orange, yel- 
low and green light, the blue light 
would come through and you would 
have a pure blue or blue violet. If 
you cut out the blue, green or yellow, 
you would haye a red or red orange 
left. That effect can be obtained by 
dipping the lamp in suitable dyes or 
by passing the light through color 
screens which absorb certain rays, and 
leave red, yellow, orange, green, blue 
or violet light—whatever may be de- 
sired. Now, remember that all of 
these changes in the color of light are 
obtained by absorption. So to get a 
blue light means a sacrifice of a con- 
siderable portion of the light from the 
lamp itself. The same way with any 
other color, but on the other hand, you 
are after an effect and you can afford 
to waste light to get color 
effects. 


some 


Each display to my mind demands 
a different color treatment, and there 
is where the future along this line 
lies. As you glance down the windows 
of a large store at the present time, 
each picture created by the display 
man is distinctive itself, and yet all 
are lighted by the same color. I be- 
lieve that in the future, after the dis- 
play man has created his picture, he 
will proceed to paint it with light. He 
will have, say a display demanding an 
amber tint, another one possibly a 
green, next a daylight tone and so on 
down the line, leaving the individual 
choice of color to the display man 
who has the artistic sense and with a 
little experimentation will soon de- 








termine what particular color tone 
best suits the picture he has created. 
Men’s clothing, for example, might 
logically demand a daylight color to 
display it to the best advantage. 
Alongside of these may be a display 
of ladies’ lingerie; possibly a delicate 
pink for general illumination might 
be suitable there. The next window 
might be a display of spring wear 
where you want to create the warm 
summery atmosphere of the Florida 
climate, and you visualize there a 
yellowish green light, a mixture of 
green and yellow light will give you 
just the effect you are seeking. And 
so on we might attempt to analyze 
the various effects demanded. 

Now, effects. 


Simply take some mechanical means 


how to get these 
of putting across the mouth of the 
window-lighting reflectors some sort 
of a holder, and in that 
screen which can be obtained from any 
supply house of theatrical devices, and 


a gelatin 


modify the light. You may want just 
Now, pink is nothing 
more nor less than a mixture of red 


a pink tint. 


and white. So equipping, we will say, 
eight out of the ten of the lamps with 
red color screens, leaving two of them 
without color screens, would give a 
mixture of light which you desire to 
gft the effect. 

So much for the general lighting. 
Now, in addition to supplying general 
lighting for the stage, the stage man- 
ager utilizes spots of light. He brings 
out particular objects or particular 
actors which should be called to the 
attention of the audience by «illum- 
inating them to a higher intensity. 
For this the standard overhead stage 
type of spot lamp equipment with the 
concentrated filament Mazda lamp or 
the smaller type of footlight spot 
lamp is particularly useful. These 
also be equipped with color 
screens. They are inexpensive, prob- 
ably costing somewhere between $20 
or $30. A large store should have a 
number of these spot lamps which can 
be plugged in at random and used for 
individual displays. A simple hook 
put in the ceiling and some kind of 
means to shield the lighting device 
from the view of persons in the street 
is all that is required. 

You can well imagine a window, for 
example, having a display of wicker 
furniture, a porch scene with a couple 
of’ table lamps. You cannot provide 
enough light in the table lamps to 
illuminate the scene. If you did they 


can 





would violate the first principle of 
window lighting by having a large 
source of light in the view and be 
glaring. Yet you want to create the 
impression that this light comes from 
the one table lamp and one floor lamp. 
Put in just enough light to illuminate 
the shade, light the entire scene with 
a green general light from overhead 
to a moderately high intensity ; supply 
a slight amount of foot lighting from 
clear small lamps, just enough to cut 
the base shadows. Over the table 
lamp, suspended in the ceiling, is a 
spot lamp, equipped with an orange 
color screen, casting a circle of light 
near the table. It gives the observer 
the impression that the table lamp 
is illuminating the room. Put another 
lamp overhead casting a circle of 
purple light near the floor lamp. You 
then have a spot of orange light ap- 
parently coming from the floor lamp 
and you can see how this lighting 
effect dodges the glare, making a won- 
derfully effective picture. 

A variation in direction of light is 
important in illuminating a display of 
silks. The silk may hang in folds. 
Suppose you have a spot lamp with 
a blue color screen in one corner oi 
the window and at the other corner 
one with a red color screen. The folds 
will be illuminated with blue light in 
the shadow, naturally cast by the red 
light, and the other side illuminated 
by red light in the shadow cast by 
the blue light. You get a shimmery 
color that is wonderful. 

Some displays might require a di- 
rectional effect of light. In the corner 
of the window there are relatively 
large lamps. In the other corner of 
the window there is practically noth- 
ing: all the shadow effects are cast in 
one direction, a variation of intensity 
the length of the windows, producing 
a particularly effective display. 

On the stage, you do not see uni- 
form footlighting any more, they con- 
centrate the attention by dividing the 
footlighting in sections. If the action 
‘is over here, this section will be 
turned on, illuminating the stage here 
to a relatively high intensity, and the 
rest of the stage is in comparative 
darkness. With proper window light- 
ing equipment, you can vary the in- 
tensity, fixing the attention on par- 
ticular objects. Bear that in mind, 
that the big value in show window 
illumination lies in the use of varied 
colored lights, fitting the lighting with 
the display which you have created. 
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ELEC. RY. & MFRS. SUP. CO. 
San Francisco, Cal. 
ILLINOIS ELECTRIC CO. 
Chicago and Los Angeles 
THE NEW ENGLAND ELEC. CO. 
Denver, Col. 
DOUBLEDAY-HILL ELEC. CO. 
Washington, D. C. 
LIVINGSTON-YONGE CO. 
Jacksonville, Fla 
GILHAM-SCHOEN ELEC. CO. 
Atlanta, Ga. 
INTERSTATE ELEC. CO. 
New Orleans, La., 
Shreveport, La., and 
Birmingham, Ala. 
WETMORE- — co. 
Boston, Mass 
THE STROUD- MICHAEL co. 


Cleveland, Detroit, Pittsburgh. 


HACKETT, GATES, HURTY CO. 
St. Paul. Minn 
FUNSTEN ELECTRIC CO. 
Kensas City, Mo. 
CENTRAL TEL. & ELEC. CO. 
St. Louis, Missouri. 
ELECTRICAL - ‘epeiamaaai co. 
Butte, Mon 
THE KORSMEYER COMPANY 
Lincoln. Nebr. 
NEW'ARK ELEC. a co. 
Newark, N 
Eu i SACKETT ELECTRIC co. 
Brffalo, N. Y. 
KIMBALL ELECTRIC CO. 
New York City 
UTICA _— APPLIANCE co. 
Utica 
CAROLINA’ STATES ELEC. CO 
Charlotte, N. C. 
UNITED ELECTRIC CO. 
Oklahome City, Okla. 
FOBES SUPPLY —" ANY 
Portland and S«attle 
FRANK H STEWART ELEC. co. 
Philadelphia. Pa. 
JAMES SUPPLY COMPANY 
Chattanooga, Tenn. 
SMITH-PERRY ELECTRIC CO. 
Dallas, Texas 
THE MINE & SMELT. SUP. CO. 
El Paso. Texas 
TEL-ELECTRIC COMPANY 
Houston, Texas 
INTER-MOUNTAIN ELEC. CO. 
Salt Leake City, Utah 
Ww. M oad & COMPANY 
Norfolk, Va. 
THE vRONT COMPANY 
Wheeling, W. Va 
E. W. MURRAY oa HTING co. 
Spokane, We 
CANADIAN 
JOHN STAR, SON & CO., Ltd. 
Halifax, Nova Scotia 
McDONALD & WITTLSON, Ltd. 
Toronto and Winn‘ 
DAWSON & COMPANY, Ltd. 
Montreal snd Winnipg 
THE EASTERN EFC. CO., Ltd. 
St. John. New Brunswick 
SUN ELECTRICAL CO., Ltd. 
Regina, Sesk 
GENFRAL SUPPUIES. Ltd. 
Calgary and Edmrnton, Alta. 
E. B ot og & SON 
Vanennvwer 
FOREIGN COUNTRIES 
BARTLE & 
Johanne Bi¥ Sorth Africa 
H. FUHRMAN & COMPANY 
Buenos Aires, Argentina 
J. MITCHELL 
Prahran. Australia 
DUNCAN WATSON & CO. 
Tendon, Fregtand 
SOCIETE D’ELECTRICITE MORS 
Paris, Frence 
R. S. STOKVIS & ZONEN, Ine. 
Rotterdam. Holand 
MONTT & 4 RTINI 
Milan, Italy 
E. W. MILLS & COMPANY 
Wellington, New Zealand 





























































Complete Proposition 


One reason for the success of the and snappy as the best advertising minds 
Rotapex Electric Clothes Washer is that can make them. They include every item 
it is backed up by a proposition that that can be used by the dealer in creating 
doesn’t overlook a thing that will stimu- sales. 
late Rotapex sales. Through the Rotapex Financing Plan, 

First, the machine itself is thoroughly your customer can turn time contracts 
up-to-date. It enjoys an unusual record into ready money. It enables him to do 
for performance and dependability. It is business on practically a cash basis. 


built by the makers of the famous Apex The Rotapex proposition presents un- 
Electric Suction Cleaner, and has the usual sales opportunities to the live sales- 
same inbuilt quality. man, because it contains unusual profit- 


Rotapex Sales Helps are as attractive making possibilities to the live dealer. 


THE APEX ELECTRICAL DISTRIBUTING COMPANY, 
1067 East 152nd Street, 
Cleveland, Ohio. 
Made in Canada by 
APEX ELECTRICAL MANUFACTURING CO., LIMITED, 
102-194 Atlantic Ave., 
Toronto, Ont. 


RSTAPEX 


ELECTRIC CLOTHES WASHER 
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New Merchandising Bureau 


HE growth in the use of elec- 
trical appliances for household 
purposes has created a demand 

of large volume for certain electrical 
products, and has brought these prod- 
ucts close to the general buying pub- 
Electrical have 
become merchandise, and the jobber, 


lic. goods now 
the contractor and the dealer, particu- 
larly the dealer, have taken on a new 
large and growing importance. 

In order to obtain maximum advan- 
tage from these changed conditions, 
the Westinghouse Electric & Manu- 
facturing Co., the Westinghouse Lamp 
Co., and some of the companies affil- 
iated with the Westinghouse Electric 
& Manufacturing Co., have joined in 
the formation of a Bureau which will 
be known as the Westinghouse Mer- 
chandising Bureau. 

The purpose of the Bureau is pri- 
warily to make special studies of the 
problems of marketing electrical mer- 
chandise and to suggest plans which 
should result in securing the maxi- 
mum benefits for all distribution of 
electrical merchandise. 

The Bureau will make a_ special 
study of the association activities in 
It will 
study the sales and publicity problems 
of the and 


all branches of the industry. 


electrical business make 















a 


7 


10 y 
“a7 Breas 

“3 ms "bi 

' 








M. C. Morrow, manager of the newly created Westinghouse Merchandising Bureau, 


located at 165 Broadway, New York City. 


In the above, Mr. Morrow is shown 


waiting his turn to demonstrate his ability on the links at Hot Springs, Va. 





market analyses to determine the fu- 
ture possibilities of the industry. 
The Bureau will operate under the 
direction of a Co-operative Committee 
consisting of the following: 
Chairman, John J. Gibson, man- 
ager, supply department, Westing- 
house Electric & Manufacturing Co. 
Vice-chairman, T. G. Whaling, gen- 




















Well, good-bye, folks we had a great time. 
McQuiston, manager publicity department, Westinghouse Electric & Mfg.-Co.; Mrs. 
Jackson, wife of J. J. Jackson; C. O. Morton, publicity department, Westinghouse 
Electric & Mfg. Co., and J. J. Jackson, attorney for the Westinghouse Electric & 
Mfg. Cc., are homeward bound after an interesting gathering at Hot Springs, W. Va. 


See you again next year. J. C. 


eral manager, Westinghouse Lamp Co. 

J. M. Curtin, manager industrial 
department, Westinghouse Electric & 
Manufacturing Co. 

J. C. MeQuiston, manager, public 
ity department, Westinghouse Elec- 
tric & Manufacturing Co. 

There will be also a working Advis- 
ory Committee, consisting of repre- 
sentatives of the supporting com- 
panies whose duties are closely related 
to the work of the Bureau and who 
can personally keep in close touch 
with it. 

The headquarters of the Bureau 
will be at 165 Broadway, New York 
City. 

M. C. Morrow, formerly resale as- 
sistant to the manager of the supply 
department of the Westinghouse Elec- 
tric & Manufacturing Co., has been 
appointed manager of the Bureau. 
M. C. Turpin, formerly assistant to 
the manager of the publicity depart- 
ment of the Westinghouse Electric & 
Manufacturing Co., will have charge 
of the publicity work of the Bureau 
under the direction of the manager. 

Samuel Adams Chase, special rep 
resentative of the supply department 
of the Westinghouse Electric & Manu- 
facturing Co., while not directly con- 
nected with the Bureau, will have his 
headquarters in the offices of the 
Bureau in New York City, and will 
continue his work in the field of elec- 
trical association work in connection 
with the Bureau. 
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For Farm Line Service 


They are three paramount requirements: 


1 Service 
2 Low First Cost 
3. Low Upkeep Cost 


1—The “Three E"" Combination L has proven exception- 
ally efficient in service. It is being used successfully upon 
a large number of farm lines throughout the country. 


2—The revenue derived from most farm line extensions is 
small. Consequently the investment must be kept down to 
a minimum. The Three E Combination L has been designed 
omitting all parts not necessary to the proper functioning 
of the apparatus. This results in a low first cost without 
sacrificing any of the effectiveness of the equipment. 


3—The Combination L is composed of so few parts and is 
so simple in construction that there is little upon it to get 
out of order. A blown fuse can be replaced with the mini- 
mum expenditure of time and material Our equipment is 
built for all voltages up to 22,000. 

If you are building farmer lines it will pay you to investi 
gate this equipment. 


Electrical Engineers Equipment Co. 


35 S. Desplaines St., Chicago 
21 Park Row, New York 


SALES OFFICES IN ALL PRINCIPAL CITIES 
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DIFFERENT THAN USUAL 


(Continued from page 11) 


Mind you, my old Dad isn’t aideas across is in a bad way. He is 


salesman, he’s an engineer and a 
cracking good one and he has received 
more for a single opinion than I have 
for a year’s work. He’d laugh at you 
if you were to tell him that he was a 
salesman, but, just the same, I have 
never read or heard anything about 
selling that did me as much good as 
the things he told me during that in- 
terview. I have heard it said that the 
man who gets to the bottom of any 
line of endeavor, any business, learns 
much that can be applied with only a 
change of terms to all other lines, and 
I believe it. At least, I know that I 
have been instrumental in developing 
some exceptionally good business pro- 
ducers, simply by helping them to see 
their work from an engineering point 
of view. 

“Time and effort are of the essence 
of all accomplishments and the sales- 
man who does not feel healthfully 
fatigued after his day’s work, even 
though his orders are top-notch, can 
be sure that he has been taking orders 
rather than selling. Also, man’s daily 
expenditures of energy are limited by 
his supply; there’s a point beyond 
which he cannot go with safety, cer- 
tainly not without discounting his per- 
formance for the following day. And 
no man can hope to succeed in a big 
way who cannot see that thing in its 
engineering sense or who fails to hus- 
band his energy accordingly. That 
sounds like preaching but it’s the 
farthest thing from it. The poorest 
salesman imaginable would know bet- 
ter than to throw away half the 
amount of paint normally needed to 
cover a house and then attempt to do 
the job satisfactorily with the remain- 
der—he’d condemn a child for doing a 
trick like that. Nevertheless, many 
salesmen waste prodigious quantities 
of their daily supply of energy, vital- 
ity, in all kinds of foolish ways and 
then pull long faces, and write longer 
letters to the house, in the attempt to 
earn sympathy for their failure to 
land a satisfactory amount of busi- 
ness, 

“It takes energy, power, effort, to 
cause our ideas and wishes to influ- 
ence the acts of others, and the sales- 
man who lacks the necessary physical 


strength and nervous energy to get his 





like the man who is equipped with a 
sharp axe but lacks the necessary 
strength and skill to wield it against 
the tree effectively. On the other 
hand—to stick to that figure of speech 
for a moment and allowing the tree to 
stand for the prospect’s opposition— 
many salesmen lose energy needlessly 
through not understanding the char- 
acter of the tree and regulating stroke 
and strength accordingly. They 
waste energy needlessly in selling the 
prospect who is already secretly sold 
and requires only to have an order 
book laid in front of him to sign, and 
they are unwisely economical of their 
effort, when just a wee bit more would 
change a turn down into an order. 
Again, just as the chopper who chops 
with a dull axe must work correspond- 
ingly harder to bring down his tree, 
so, too, must the man who lacks in his 
understanding of selling work harder 
than he would need to if he knew his 
business better. Don’t you see how 
everlastingly right that old Dad of 
mine was? ‘Time, effort and material 
—therein is the secret of success in 
selling. And if I may I should like 
to make some straight-from-the-shoul- 
der remarks under those three heads. 


“How much time should I take to 
sell this man? You would not attempt 
to chop down a tree or to walk a given 
distance without first giving attention 
to that question of time; no more 
should you fail to do so when you set 
out to sell. Fundamentally the un- 
dertakings are alike—time and effort 
are of the essence of both. When the 
time alloted is short the effort must 
be concentrated and increased accord- 
ingly. It works both ways. When 
face to face with a stolid, slow moving 
and slow thinking individual, don’t 
start off with a great burst of energy 
—take it slowly and save your spurt 
until you get him going your way. 
Think how you would go about rolling 
a big stone or a heavy barrel. You 
would allot yourself plenty of time; 
begin easily and save the big push 
until the inertia had been overcome, 
wouldn’t you? 

“With your nervous, quick-thinking, 
quick-acting type the time alloted to 
making the sale must of necessity be 





short, because that type is too volatile 
to admit of any other course. That is 
the time when the effort must be ex- 
pended suddenly and then followed 
up with an easier, but persistent, 
pressure. The man who lacks ability 
to concentrate also must be handled 
quickly; he prefers to jump at his 
conclusions, and a sudden burst of 
effort is necessary to command his at- 
tention and get his order before he 
flies off on another tangent. 

“How much energy must I ea- 
pend? You should ask yourself that 
question every time you approach a 
prospect; no two are alike and each 
requires special treatment. As 
pointed out just a moment ago, the 
amount of time that is judged to be 
available for making the sale has 
much to do with regulating the ex- 
penditure of energy. But there are 
other considerations too. If you are 
selling something that is staple, that 
the dealer cannot well afford to be 
without, that there is every reason 
why the dealer should buy and none 
why he should not, a noticeably great 
display of energy or effort to effect 
the sale would be fatal. It would 
simply serve to make the dealer suspi- 
cious of you or your house or of the 
product, 

“How shall I expend my energy? 
That point is every whit as important 
as the two I have mentioned and 
you'll do well to attend to it carefully. 
There are some men to whom gestures 
and any unnecessary movements by 
those who talk to them are an abhor- 
rence, others, again, are impressed 
greatly by just such activities. I 
sometimes have found it expedient to 
express a lot of energy by pounding 
my prospect’s desk, pacing back and 
forth and talking largely with my 
hands, so to say. Other times, I have 
been convinced that my best cue was 
to assume the attitude of a very staid 
minister making his first pastoral call 
upon a new family in his neighbor- 
hood. 

“Keep those three questions in mind 
and ask them of yourself every time 
you approach a prospect; I know of 
no other way so well calculated to 
keep one from giving way to the ten- 
dency to make selling a thing of habit 
and talking in precisely the same way 
to all. 
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HE “*Paiste”’ line of Wiring 

Materials is so extensive, so 
complete, that it can be adapted 
to meet every requirement of 
architect or electrical contractor. 
Wherever high grade work is to 
be done, there “* Paiste’? Wiring 
Materials will give the best service. 


For a quarter century “*Paiste”’ 
Wiring Materials and ““‘H & H”’ 
Switches have never fallen below 
the high standard set for them 
at the outset. And this standard 
has steadily risen during the years. — 


THE HART Gs HEGEMANMFGSo. 
Hartford, Conn. a & A: 
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Wiring Materials 

















THE sopper’s fA] saresmMan 

















sonnel SRR Rar 
nee sstaciadhaaaldenaiimnastiiainadiaadiaeeabenaell 








WHAT NATIONAL MAZDA LAMPS 
MEAN TO THE JOBBER’S SALESMAN 


Vill 


Nap ATIONAL MAZDA lamp business 
Pas attracts other business and is a 
distinct and valuable asset. 





To be associated with the merchandising 
of National MAZDA lamps is to be a 
partner in a progressive organization and 
a growing industry. 








THE WAY TO 
BETIER LIGHT 
WORK 

















NATIONAL MAZDA lamps sell themselves 
wherever the blue carton is displayed 


NATIONAL Lame Works 


of General Electric Company 
Nela Park, Cleveland, Ohio 

















Each 


label 





represents a Sales Division equipped to give a complete lighting service- 
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What It Costs 
What It Pays 


Outdoors. work is done without discomfort 
under light intensities probably one hundred 
times stronger than that in most factories 
Is it unreasonable then to suggest increasing 
the artificial lighting three to five times? 
Plants which have multiplied their ilumina- 
tion in this way have increased their produc- 
tion, decreased spoilage and brought about 
great improvement in the working conditions 
of their men. The entire cost of modern 
lishting is but a small fraction of the financial 
gain. We shall be glad to furnish data from 
which you can estimate the cost of complete 
IVANHOE installations and the profits to 
be derived, for the larger plants in your ter- 
ritory. Armed with these figures you can 
convince any executive of the profit in better 
lighting. 

IVANHOE-REGENT WORKS 

of General Electric Company 
Cleveland, Ohio 


“Ivanhoe” Steel Reflectors, Lighting Glass 
ware, Anderson Self-Adjusting Arms, and 
Illuminating Service. 








“Service to Lamps” 
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SHADES~ REFLECTORS 
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As I See It 


By J. H. McKenna, 
Sales Manager, Kimball Electric Co., New York City 


This jobber’s sales manager, who recently 
won first prize in a nation-wide sales con- 
test tells a few of the things that led him 
up to his present position and how he 
conducts the selling in his capacity as 
sales manager.—Editor. 


GREAT many salesmen, whom 

I have met, seem averse to tell- 
ing others of their selling methods. 
It reminds me of the narrow-minded, 
selfish shopworker who refuses to tell 
the apprentice anything about his 
work for fear the boy will take his 
job away from him. | 

But I am always interested in help- 
ing salesmen and letting them in on 
my particular methods of getting busi- 
ness. Eight years ago I started out 
selling things electrical for a lighting 
company in Massachusetts but after 
two years of house-to-house canvass- 
ing I took a position with what was 
reputed to be the largest and finest 
jobbing house in Boston. 

In this new work I became con- 
nected with the specialty department 
where a crew of men was organized 
to work on campaigns. Our duty was 
to demonstrate to the local salesman 
that vacuum cleaners, washing ma- 
chines and other appliances could be 
sold in his town and we had little dif- 
ficulty in doing so because we went 
into our work with spirit and confi- 
dence, the first essentials, in my opin- 
ion, in any sales campaign. 

Being specialty salesmen we were 
supposed to be of a high calibre, as 
must be any salesman who confronts 
the numerous obstacles in specialty 
selling. After traveling around the 
country for some time acting as crew 
manager, I became connected with one 
of the largest washing machine manu- 
facturers in the country for whom I 
conducted several campaigns. 

Conducting a campaign is no sim- 
ple problem. It means that one has 
to stay up many nights figuring out 
his next day’s work. After doing so 
he has to do about 80 per cent of the 
work in order to make it go over suc- 
cessfully. He has to be a window 


dresser, have a slight knowledge of 
advertising and, above all, has to be 
optimistic at all times because wher- 
ever you are conducting a campaign 
you are expected to work wonders. 


I can recall two campaigns, one in 
Brooklyn and one in Schenectady. In 
Brooklyn, during the first two weeks, 
I sold one washer and the customer 
who purchased that came in and can- 
celled the order. My bogey was 25 
machines for the month and in the 
last two weeks I went over the top 
with 26, winning all of my bets, in- 
cluding a dinner, silk shirts, ete. 

In Schenectady I put on a two 
weeks’ campaign in one of the large 
department stores. In this case the 
mark I was shooting at was 50 ma- 
chines. I had only one assistant, to- 
gether with accessory advertising and 
window displays. The last day of 
the campaign proved to be especially 
interesting for up until 6 o’clock that 
evening I had sold but one machine. 
It had been raining hard all day and 
I only had two hours and a half to 
go before closing time. So I made a 
bet that I would sell 10 machines be- 
fore closing time. At 9:15 I had sold 
nine machines and my tenth sale and 
bet was lost by a hair’s breadth. 

The trouble, I believe, with the 
average sales manager, is that he is 
not a sales manager but an office man- 
ager. He coops himself up in the of- 
fice and never gets out. Once in a 
while an interested customer drops in 
to make his acquaintance. He does 
not know his outside men, their hard- 
ships nor the tricks of the game. He 
writes letters calling down his men 
but when they do something meriting 
commendation he forgets to write 
them, all because he lacks actual ex- 
perience. 

Then we come to the jobber’s sales- 
men of whom in my estimation only 
a negligible few know anything about 
the products they’re selling. But they 
wonder why they can’t sell washing 
machines and vacuum cleaners. They 
sell Tom Jones a bill of goods, prob- 
ably three or four hundred dollars’ 
worth, and then feel perfectly satis- 
fied with the order and account. If 
they mention washing machines, or the 
like, it is because some other jobber’s 
machine on display in the store, 
prompts him to do so. And further 
than this, the average salesman never 
thinks of getting more than one deal- 
er in a town. 


or 























J. H. McKenna. : 


A jobber’s salesman, who can sell 
appliances, is far more valuable to his 
company than one who merely goes 
around taking orders for supplies. The 
contractor-dealer knows well enough 
about supplies, but when it comes to 
appliances he is like the prospective 
consumer, imagines they are good but 
never has been convinced. 

Then again, salesmen go around 
preaching service, but at the show- 
down it is from 60 to 80 per cent talk 
and the balance actual service. The 
dealer never sees anything of the beau- 
tifully-pictured service talked about 
before delivery of the order. 

My concern is one of the few 
houses, in my estimation, that. has a 
definite sales policy with a service to 
back it up. We work with the con- 
tractor-dealer and co-operate with him 
in every respect; first, by eliminating 
our retail department. 

One advantage of our policy is that 
we are distributors of appliances ex- 
clusively. We do not mix supply 
business with specialty business. They 
never did mix any better than oil and 
water. Our men are specially drilled 
in each department, one has vacuum 
cleaners, one washing machines and 
so on. To be successful in specialty 
selling one has to concentrate on a 
very few things, preferably just one. 

We co-operate with the dealer by 
spending $25,000 a year in local ad- 
vertising and by featuring our deal- 
ers’ names in each advertisement. 
All inquiries resulting from this ad- 
vertising we turn over to the dealers 
in their respective territories. 
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We make it—make it and put it up in a neat, com- 
pact little case—“Violetta,” a powerful wand that 
sends the healing power of electricity in the form 
of violet rays through every cell of the body, re- 
lieving aches and pains, building strength and 
driving away nervousness and worry. 








Every one desires health—everyone desires beauty 
and the demand for this effectual aid to attractive- 
ness and body vigor is increasing daily. Physicians 
recommend it, physical instructors endorse it—it is 
a substantial assistant to the great outdoors. 


Violetta is not a vibrator—there is no pain con- 
nected with its use. The healing power of the 
world’s most modern energy is taken, diffuséd into 
an electric mist and sent racing through every cell 
in the body to drive out soreness and pain. 


Violetta gives speedy relief to headaches, lumbago, 
catarrh, insomnia, nervousness and constipation and 
it effectively removes such blemishes as pimples, 
eczema and blackheads. 


These machines sell as fast as they are made and 
are backed by nation-wide advertising and a firm 
known all over the country for its reliability. 

Write us for our Co-operative Jobber-Dealer sales 
campaign which begins with this month. 

Get in on sales that are loaded with advantages 


and promise—learn about a new sales plan with 
practical benefits for you. 









































Bleadon-Dun Company 
213-217 So. Peoria St. 
Chicago, U. S A. 
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The “J.P.” Seizes an Opportunity 


But the disinterested manner of the 
pair had nettled the J. P. 

“When you two get through with 
that argument,” he began, “I'd like 
to know whether one of you could 
make a fair estimate of the size and 
weight of a coil of wire or the type 
and ratigg of a motor, and the other 
the net weight of a pile of coal.” 

“I'l take a chance on any old pile 
of coal—bought many a ton that way 
and never been stuck yet.” 

“Say, do you-honestly think you 
can use that thing to sell light?” in- 
quired the S. P. 

“Absolutely,” said the J. P., “and 
to prove it, I'll use it on any job you 
suggest.” 

“How about that grouch that was 
in here a little while ago,” put in the 
local coal man. 

“Good idea!” agreed the S. P., “Ill 
say it is! The manager of the Mam- 
moth Dry Goods Emporium has some- 
thing new to crab about. If you can 
use it on him and get away with it, 
I'll buy,” and the S. P. grinned in 
anticipation of the unpleasant after- 
noon ahead of the J. P. 

But the J. P. refused to be so 
easily discouraged. 





“You Coriv Take Your Own 


(Continued from page 9) 


“T’ve got a hunch that he’ll be eat- 
ing out of my hand in less than ten 
minutes.” 

“Some confident kid,’ murmured 
the local coal man, as the J. P. started 
out to fortify himself with a good 
lunch preparatory to his encounter 
with the Mammoth’s manager. 

* * * 

After a twenty-minute wait—de- 
signed to create a proper appreciation 
of the gentleman’s importance, the 
J. P. was ushered into the presence 
of an unusually irate manager. 

“So,” he fairly snorted, “you got 
here at last, did you! Fine state of 
affairs. Sale fairly ruined! Thought 
I told you to put in a lot of extra 
light for us in that department.”’ 

“You did, and it was put there. 
What seems to be the trouble?” 

“Trouble? Why everything. Women 
can’t see the stuff on the counters. 
Have to drag it all over the place to 
get to a window.” 

“As I remember it, you said you 
wanted the department lighted exactly 
as that other one was for the sale 
you had three weeks ago. And that 
is exactly how I lighted it. But let’s 
go down and look the place over.” 





Reapincs Wirn Tuis Meter.” 


The sale was all that the manager 
had claimed for it. If anything, it 
was worse. The goods were beyond 
a doubt suffering from insufficient 
light. The J. P. sized up the sitna- 
tion at a glance. 

“You know,” he said to the man- 
ager, “that you see an object, not by 
the amount of light that falls on it, 
but by the amount which it reflects 
to your eye.” 

“What's that got to do with the 
bum lighting for this sale?” 

“That’s the answer. The sale you 
had three weeks ago was a white 
goods sale. You had plenty of light. 
This one is a dark goods sale. And 
the amount of light is not 
enough. 


same 


“Now, I can’t prove to you that 
you have the same amount of light 
here that you had three weeks ago. 
You'll have to take my word for that. 
But from now on, if you'll let me use 
my own judgment, I’ll see that you 
have enough light.” 

And the J. 
meter. 


P. got out his new 


“Very likely we'll have too much 
if I. leave it to you,” growled the 
Mammoth’s genial manager. “But we 
can't put up with another situation 
like this.” 

The J. P. was taking his readings 
and jotting them down for future 
reference. 

“Say, what's all this monkey-bnsi- 
ness, anyway?” queried the manager, 
as his curiosity began to get the better 
of his ill temper. 

“Just a meter, by which I can tell 
how much light you really have here. 
It contains a small lamp, a flashlight 
battery, a voltmeter and a resistance 
by which I can regulate the current 
in the lamp. The light from the lamp 
falls on the under side of the scale 
which is composed of small trans- 
lucent spots. When the light from 
the outside is equal to the light on the 
inside of a spot, that spot practically 
disappears. The meter has _ been 
calibrated in a laboratory, so I know 
the value of each spot. You could 
take your own readings with a little 
practice.” 




















Standardized Open Front Panel Board and 
Cabinet—1 six-circuit and 1 four-circuit unit 
panel section and section with main lugs only. 





Standardized Dead-Front Panel Board and 
Cabinet—1 four-circuit unit panel section and 
section with fusible knife switch. 





The Most Advanced 


Development in 


PANEL BOARD 
Construction and Assembly 


HROUGH the intelligent application of modern electrical engineer- 
ing and manufacturing practice, thousands of combinations of 
Benjamin-Starrett Panel Boards are made up of a comparatively few 
standardized units. These combinations are easily and quickly factory- 
assembled to meet any wiring requirement for which a panel board 
is used, no matter how intricate or unusual the wiring layout may be. 


To select a Benjamin-Starrett Panel Board for any requirement, pick 
out from the illustrations in the Panel Board Catalog the type of panel 
you need. Opposite the illustration select the catalog number covering 
the size of board you want. Then order it by that number. All the 
work of assembling, etc., is done according to Benjamin-Starrett 
Standardized factory practice. 


A simplified method of listing, easy to use, makes the ordering of a 
Benjamin-Starrett Panel Board a very simple matter. 


Also, the panel board you obtain will possess every electrical and 
mechanical feature that could possibly be secured in any special con- 
struction built to your own rigid specifications plus many advantages 
found only in Benjamin-Starrett Standardized Panel Boards. 


The Benjamin-Starrett Panel Board line includes standardized Open 
and Dead Front Panel Boards, Through-Feed Panels; a “Ready-To- 
Ship” line, and Residence Panels both Open Front and Dead Front. 


You will be greatly interested in full particulars concerning this line 
and its place in your business. 


Write the Advertising Department, 806 W. Washington Blvd., Chicago 


BENJAMIN ELECTRIC MFG. CO. 


Factories: Chicago and Desplaines, III. 
Sales and Distribution Offices: 
New York Chicago San Francisco Toronto, Canada London, England 
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The Electrical Supply Jobber 
Says: 


(No. 1) 


I’m glad it’s here. And 


That means 


“Pm glad it’s done. 
I’m glad that Benjamin has done it. 
that the trade will accept it, because it is a part of 
the tradition of the industry that anything bearing 
the Benjamin trademark is worth while and will go 


big. 


“But it means more than that; it means that the 
Electrical Supply Jobber has one more big, strong 
ally in meeting the demands for better and more 
complete service in working out the problems of 


electrification of both industry and the home. 


“Tt means that even the most intricate require- 
ment in panel board construction and assembly 1s 
reduced to the plain and simple terms of merchandis- 
ing a standardized product—a sane development in 


the science of distribution of electrical supplies.”’ 


MADE ONLY BY 


BENJAMIN ELECTRIC MFG. CO. 


Factories: Chicago and Desplaines, III. 
Sales and Distribution Offices: 


New York Chicago San Francisco Toronto, Canada London, England 


‘*High-Spots‘‘ 
in 
Benjamin-Starrett 
Panel Boards 


@ Highest Grade Material. 
Workmanship unexcelled. 


Copper parts electrically 


ample. 

Occupies less space than 
any other form of panel 
board made. 


| Lightest in weight, circuit 


for circuit, effecting 
lower freight charges, 
time of handling, and 
makes easy installations. 


_ Most nearly ready to in- 


stall of any. 


Finest appearance as a 
completed installation. 





The following are di- 
visions of Benjamin Prod- 
ucts on which we will be 
glad to send information: 

Industrial Lighting 
Division. 

Electrical Division (in- 
cluding Benjamin Two- 
Way Plug). 

Pressed Steel Products 
Division. 

Enameled Products 
Division. 

Starrett Panel Board 

Division. 
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“Then I can find out how much 
light I have on every counter?” 


“Absolutely.” 


For a half hour the manager went 
about the store getting a liberal edu- 
cation in lighting intensities. Before 
he stopped, he was running a guess- 
ing ‘contest between the J. P. and 
himself and settling the disputes with 
the meter. The longer he played, the 
more he liked it. 

“How much does one 
cost?” he finally asked. 


“Not much. Thinking of getting 


one?” 


of these 


“You bet I am. Then I can say 
to you, ‘I want so many foot-candles 
on this counter, and I can come 
around in the morning, and find out 
whether you have given it to me. If 
you have, and I see it isn’t enough, 
I will make a note to have you in- 
crease the amount for similar condi- 
tions in the future. 

“And do you know, I will event- 
ially have what no other store has— 
a systematic collection of data for 
ighting the various departments which 
will include information for all sorts 
»f sales. I will always be able to have 
the proper amount of light according 
to my own judgment—which is a darn 
sight better than yours.” 


* * * 


“Looks as though he were still 
‘apable of three squares a day,” ob- 
served the local coal man, when the 
J. P. got back to the show-room, and, 
disdainful of the rickety gate, vaulted 
over the low railing into the office. 

“Well, have you sold the idea of 
your new plaything?” snapped the 
&. P. 

“Absolutely. Not only the idea, but 
a meter as well.” 

“Sort of overdid it, young feller, 
when you let him in on a meter of 
his own,” and the local coal man’s 
eyes began to sparkle. 

“Overdid it!” snorted the S. P., 
“T’ll say so! Are you trying to make 
him his own illuminating engineer? 
Why, you poor 

“Hey! Easy! Wait a _ second! 
When I get through with him, he’ll 
be just enough of an_ illuminating 
engineer to want more light. He'll 
see the value of it, and look at it as 
a good investment. He’ll increase his 
wattage—and we hold his lamp con- 


tract. He’ll want more efficient units 
—and we'll install them. Maybe he’ll 
want a daylight installation in one 
department. And what is more im- 
portant, he won’t have a chance to 
crab at us, for the responsibility will 
be all his own.” 


“All his own?” scoffed the S. P., 
“how do you get that way?” 


“Well, he will order so many foot- 
candles on a certain counter. We'll 
deliver the goods. He can check it 
up, and if there isn’t enough light, he 
‘can see that the little saving he made 
on ‘juice’ was false economy and 
order more light next time. How does 
that appeal to you?” 

“Sounds too good to be true.” 

“You're playin’ a deep game, son, 
and I think you’re going to get away 
with it,” the local coal man admitted. 
“The Mammoth’s manager is going to 
be your friend for life. And, now, I 
believe the S. P. ought to make that 
little purchase he mentioned this 
morning.” 

The Manager of the Mammoth Dry 
Goods Emporium was actually a busi- 
ness asset, for he boosted the J. P. 
through the Chamber of Commerce to 
the tune of several new jobs. 





Capitalize on Free Advertising 


EW dealers realize the 

amount of free advertising that 
is being done for them by the women’s 
and household magazines, and fewer 
still have any idea whatsoever as to 
how this material may be utilized to 
aid sales. It is a duty of the jobbers’ 
salesmen to help their trade to such 
an understanding, for it may well 
mean a big increase in appliance sales. 


vast 


The current issue of “House and 
Garden” for example, fairly bulges 
with information which is little short 
of appliance “propoganda.” The lead- 
“The Eight Hour 
contains over three pages 
and seven illustrations devoted to 
electrical home utilities, and_ this 
leader is backed up by Kate Ham- 
mond’s article on the permanent in- 
stallation of appliances, another on 
electric ventilation, and several items 
on appliances and lighting novelties 
in the shopping section. 


ing article on 
Kitchen” 


Such valuable matter should not be 
allowed to go to waste. Dealers 
should, in the first. place, have a fresh 


copy of the magazine lying handy 
where feminine customers will see it. 
Most shops have a chair or two where 
women rest and idle, and the current 
magazines containing this sort of busi- 
ness-building articles should be near 
them. Store salesmen should be in- 
structed to read all the items careful- 
ly, and should utilize the issues natur- 
ally in their selling talk. If the 
customer appears to be simply “look- 
ing,” get her interested in the maga- 
zines. Let her appreciate that the 
devices she sees for sale are recom- 
mended by the experts who contribute 
to her own “‘trade paper,” and that the 
most up-to-date homes are being fully 
equipped electrically. If the appli- 
ances which the store sells happen to 
be prominently illustrated in the ar- 
ticle, lose no opportunity to “point 
with pride” to it. Dealers who em- 
ploy house-to-house solicitors can use 
the magazine literally as a card of in- 
troduction or, in the terminology of 
the trade, as a ‘“‘door opener.” 


One dealer, in a small town in Ohio, 
writes a brief letter each month to a 
select list of influential women in his 
community, calling their attention to 
articles of this nature which appear * 
in the magazines, in addition to which 
he has a small card which is used 
sometimes in the window and some- 
times in the store, as follows: ‘“‘An 
i Magazine this 
month tells you more about the ad- 
vantages of electrical home appli- 
ances. 


The jobber’s salesman must con- 
sider himself more or less a mission- 
ary to preach this gospel of turning 
magazine articles into more sales. 
He must realize that this great, coun- 
try-wide propaganda is putting orders 
on his book and bonus money in his 
pocket, and he must be willing, there- 
fore, to give impetus and practical 
utility to the work which the editor 
folk are doing for the whole electrical 
industry. 





Thomas Makes Change 


The Illinois Electric Co., 314 W. 
Madison St., Chicago, Ill., has ac- 
quired the services of C. A. Thomas, 
formerly of the Omaha branch of the 
General Electric Co. Mr. Thomas 
succeeds C. McIntyre in the Nebraska 
territory and will make his head- 
quarters in Omaha. 
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The Complete 
Standard Line of 


Receptacles 


Receptacles for 
Conduit Boxes, Con- 
dulets, Metal or Wood 
Molding, Open or Concealed 
Wiring— 


A type for every Industrial need— 
with a Plug or Cap to fit the service—All 
Standard approved. 


Ask our nearest office to send you details of the 
complete Spartan line of over 1200 combinations. 


THE BRYANT ELECTRIC COMPANY 


} BRIDGEPORT, CONN. 
NEW YORK CHICAGO SAN FRANCISCO 
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Dealers Who Have Dissatisfied 
Customers Are Dissatisfied 
Dealers 


The electrical trade is “becoming sold” on OAKITE. 
Many household appliance dealers have learned by sad 
experience that when unsuitable soap is used in wash- 
ing machines and dishwashers their machines get a 
“black eye.” These dealers now recommend OAKITE 
as a help to their appliance sales. 


And that is exactly the reason the jobbers also 
should sell and recommend it. Forget the profit on 
OAKITE. Look at OAKITE as a means of stimu- 
lating and facilitating washing machine and dish- 
washer sales. Sell it as a “dealer help.” 


OAKITE has been used by big industrial plants 
for years. Manufacturers buy it in carload lots for 
all sorts of different cleaning operations in their manu- 


facturing. 


One automobile plant used $122,000.00 


worth of our product in a single year. 


Although we are not 
ready to offer OAKITE 
in a popular way just yet, 
some of the manufactur- 
ers of electric washers and 
dishwashers have asked us 
to put it out in packages 
to the electrical trade 
simply as an aid in selling 
their machines. The job- 
ber’s interest is identical 
with the interest of these 
manufacturers. OAKITE 
helps the sales of the prof- 
it-paying big appliances. 


Therefore, you jobbers 
have a selfish interest in 
handling it. 

Furthermore, appliance 
dealers want it and are 
sending us their orders. 
We have said to them, 
and we will continue to 
say— 


ORDER THROUGH 
YOUR JOBBER 
and we ask the jobbers’ 


co-operation in making 
this policy operative. 


OAKLEY CHEMICAL COMPANY 


22 THAMES STREET 


NEW YORK 
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| For store interior illumination, 
_semi-indirect, totally indirect or semi- 
enclosing units are perhaps best. Each 
has its particular advantage for cer- 
‘tain classes of stores and under cer- 
‘tain conditions as to the dimensions 
of the store and the way in which 
‘ceilings and walls are finished. In 
| general the semi-enclosing units have 
the widest range of usefulness for 
‘mont lighting and are, therefore, the 





most popular. For store _ interior 
‘illumination, the jobber’s salesman 
can best concentrate on one type of 
unit, making use of the Foot-Candle 
meter as a means of determining 
where better illumination is needed 
and for checking up the new installa- 
:tion to make sure that the desired 
illumination effects have been secured. 
The Foot-candle meter can be made 
an excellent sales aid—show it to the 
store manager and get him to accom- 
pany you through the store and help 
you in obtaining foot-candle readings. 
This is a sure fire way of arousing his 
interest in better lighting. 

The problem of selecting proper 
units, determining proper lamp sizes, 
spacing, mounting height, etc., will be 
discussed in a later issue of THE 
JoBBER’s SALESMAN, 

Many stores can use color matching 
units. In fact, it is surprising how 
many different needs arise in mer- 
;chandising for color comparison. 
Even the cigar counter today fre- 
quently has its color matching light- 
ing unit so that the “choosey”’ buyer 
may select his smoke by the color of 
the wrapper. It is important that the 
| jobber’s salesman should understand 
clearly the difference between Day- 
light lamps and color matching units. 
‘Daylight lamps approximate noon 
sunlight in color but are not close 
enough to actual daylight color for 
accurate color matching. Wherever 
close accuracy in matching colors is 
required, the color matching unit 
rather than Daylight lamps should be 
used. 

Store front lighting may consist of 
sign lighting, outline lighting, flood 
lighting, or in the use of high wattage 
lamps in enclosing globes, suspended 
over the doorways or store front. 
Outline and flood lighting cannot be 
generally sold at all classes of stores, 
wherefore let’s confine ourselves for 








| the present to sign lighting and store 


front illumination with high wattage 





lamps in enclosing globes. Of the 
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~ PARANITE~ 





That trade mark and slogan stands for some- 
thing in the industry. 
Wherever wire or cable is used PARANITE is 


known—and favorably too. 


You salesmen who take personal pride in your 
customers’ satisfaction can unhesitatingly tie to 





PARANITE. 

PARANITE Wires and Ca- 
phe haa —— bles are Merchandised 
LEAD COVERED WIRES AND through the Jobbers only and 
CABLES not to your Customers. You 


HIGH TENSION CABLES 


are not selling a New Code 
AUTOMOBILE CABLES 


TELEPHONE WIRES tag. 

0 ie You are selling a Branded ar- 

FIRE ALARM CABLES ticle, better than Code re- 

MINING MACHINE CABLES quires. For 30 years the stand- 
ard. 











Indiana Rubber and Insulated WireCo. 


FACTORY AND GENERAL OFFICES 


JONESBORO, IND. 


CHICAGO OFFICE NEW YORK OFFICE 
210 So. Desplaines St. 63 Vesey St. 
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Perfection—not of product 
alone but of service by the 
plant behind the product is 
what the makers of Rome 
Wire have always aimed for. 
Prompt delivery, reasonable 
price, standardized product 
and lasting quality, the result 
of unexcelled workmanship 
by man and machine and the 
time-strengthened interest of 
the Rome organization to give 
the best in every way. 


High grade materials and 
the ingenious Rome-built ma- 
chines operated by workmen 
of great skill, gradually build 
up the reputation of Rome 
Wires. They gather quality 
in the making. 


The trade mark is a symbol 
of efficient electrical con- 
ductors. 


ROME WIRE CO. 


ROME, N. Y. 


DIAMGND BRANCH: 
BUFFALO, N. Y. 











two, the electric sign is the better, 
because it attracts and at the same 
time describes or identifies the mer- 
|chant, while the other class of store 
. front lighting merely attracts without 
| identifying. For the store which has 
| not a good electric sign and which 
“is not in position to employ one, store 
front lighting with high brilliancy 
‘lamps in weatherproof, enclosing 
globes is advisable. In selling this 
‘class of lighting, do not camouflage 
or pass lightly over the fact that the 
high wattage lamps cost money to 
operate. Certainly the illumination is 
‘worth the cost, but unless the mer- 
chant thoroughly understands that the 
_added expense for current for say, a 
/1000-watt lamp, is appreciable, he 
may be inclined to froth at the mouth 
when next month’s light bill comes in. 
Evidently it is not good business to 
'sell such an installation to any mer- 
| chant who does not realize the up- 
keep expense and who therefore may 
quit using the illumination after the 
first month, feeling that you have sold 
him a gold brick. 

Right now is harvest time for the 
fellow who is specializing on store 
lighting. Merchants everywhere are 
mighty prosperous. Store failures are 
/much more rare than during any 
| previous years in history. Even the 
incompetent merchant is getting by 
| these days, in spite of mistakes and 
/poor business judgment. Conse- 
‘quently and in view of store pros- 





| perity, the store lighting man is in 
clover and can have all the business 


‘in the way of re-lighting poorly 


lighted stores that he is willing to 
take. 


The big stores and the little stores, 
old stores and new stores are all grist 
for his mill because there are so many 
/new advances in store illumination, 
that he has something in the lighting 
line which is valuable even to the 
|comparatively modern, well lighted 
| store. 





Help! Help! Assistance! 

S. H. Simonsen, our old pal of the 
| Illinois Electric Co., Chicago, has a 
terrible load on his mind. (No, Si just 
got a haircut last month so that isn’t 
\it.) He recently wrote the question 
‘and answer department of THE 
JopBer’s SALESMAN and wanted to 
know if Rex Beach is a summer re- 
sort. Will some kind sympathizer 
enlighten him? 

































THE JOBBER'S fA) SALESMAN 79 
— = 


Talking Point No. 6 


~in a series to jobbers’ salesmen, show- 
ing why Hubbell Electrical Specialties 
make friends with your customers. 


Hubbell Attachment Plug 
No. 5467 


—for Heavy Duty — 


interchangeable —non-breakable 








The Edison base screws into any standard lamp receptacle 
without twisting the cord. 


The cord is attached to the cap, which has two brass blades, 
set tandem. These plug into two slots in this base, where 
they are firmly gripped by two phosphor bronze contact 
springs, set in individual arcing chambers. Shock or short cir- 
cuiting is impossible—a strong even contact is assured. 


The Cap alone is used when connection is to be made with a 
flush receptacle or current tap, the blades plugging into any 


standard tandem or Hubbell T-T slots. 





The tough, fire-resisting composition prevents breakage, and 
excellent material with honest construction further insures 
their long life. 


In the Hubbell Line, Plugs, Caps, and Receptacles are 
interchangeable. And the Line is complete—write us 





for full particulars. 
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ANYLITE 
Electric Dimmer 


Twenty — 
Changes 80% 
of of 
Light Current 
Uno 
Thread 
for Easy 
Shade to 
Holder Sell 





Approved by Underwriters 


Good Profits 
Repeat Orders 


ANYLITE 
Extension Socket 


Always 


Connects 
Handy Any 
Always Appliance 
Such as 
Ready 
Vacuum 
Will Not a 
Wear Toaster 
Out Percolator 
Saves Its to Any 
Value Socket 
Many Times Without 
Over in Removing 
Convenience the Shade 





ANYLITE ELECTRIC CO. 
Ft. Wayne, Ind. 

















Originality in Business Card 
ECAUSE everybody uses th: 


commonplace and _ technical! 
correct business card, is no reasoi 
why a salesman should stick to it a 
the expense of business. There ar 
many forms of business cards besides 
those manufactured by stationers. 

For example. one of the best busi- 
ness cards in the world is a recent 
magazine opened to your firm’s adver 
tisement. If the ad happens to be in 
the Saturday Evening Post, the pro- 
spective customer is impressed with 
the $6000 card you offer as your in- 
troduction. If the ad is in a trade 
paper, it has caught his eye before 
and he subconsciously identifies you 
with the products you are selling and 
the ad-man’s arguments _ thereon. 
Jobbers’ salesmen can adopt the same 
plan by utilizing the advertisements of 
leading lines which they wish to push. 

Another highly practical form of 
business card is the article you are 
selling. When the prospect holds out 
his hand for your card, hand him a 
sample of the device you are peddling 
—provided it is small enough—or a 
fine picture of it, or a substantial fac- 
simile of a testimonial letter. 

The conventional business card is 
like a conventionalized selling talk. 
It is correct, but it lacks the effective- 
ness and spontaneity of an original 
and unexpected approach. 





It’s Connelly’s Move This Time 


Ed. J. Connelly, affiliated with the 
New York Edison Co., contract and 
inspection department, for a period 
of 16 years and who has been city 
salesman for the Manhattan Elec- 
trical Supply Co. for the past two 
years, is now covering the same terri 
tory in the interests of the Domestic 
Electrical Supply Co., 38 Park place. 
Mr. Connelly is well known in elec- 
trical circles in and around New 


York. 





A REAL SALESMAN 
You will find this fellow a worker 
and diplomatic chap. 
He does not waste time in complain 
ing, for he sees no future in that. 
He believes above all that he owes 
mankind a useful, diligent life. 

He is just a plain good fellow from 
the ordinary run of life. 

S. G. Hoskins. 
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Every 
Electrical Man 


Should Read This 
Wonderful New Book 


Send for your copy of “You 
and Your Laundry” at 
once. 


Written and Designed 
_ Expressly for the 
Hurley Machine Co. 


You will find it the best and most complete 
article that has ever been written on the home 
laundry problem. 


Mrs. Christine Frederick, the author, is per- 
haps the greatest authority on household eco- 
nomics in their relation to the laundry problem. 
In her study of the home laundry problem she 
has covered the subject thoroughly from every 
angle. This book is the result of her years of 
experience and experiments conducted under all 
conditions. 


if i Hi) i, It tells you why modern electrical laundry equipment 
‘i, Tt WP! Fi is superior to the old hand methods, how to prepare and 
| i) use soap solutions, how to remove stains and set colors, 
the proper way to iron and how to arrange a modern 

electrical laundry. 


This Book Will Help You Sell 


It will help you sell more electric washers and electric 
ironers because it will help you overcome every possible 
objection that can be made to their use. 


Wi 





Delivered Free upon request to either our New York 
or Chicago offices. 


HURLEY MACHINE CO. 


24 EAST JACKSON BLVD., CHICAGO 
NEW YORK TORONTO 
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When You Call on a Firm 
to Sell--- 





—you know that these fuses have met, successfully, 
their individual insurance requirements 


National Renewable Fuses 
are approved by: 


Associated Factory Mutual Fire Insurance Companies 
Hydro Electric Power Commission of Ontario, Canada 
Millers’ Mutual Fire Insurance Companies 

Western Factory Insurance Association 

Underwriters’ Laboratories, Inc. 

Mutual Fire Prevention Bureau 

Factory Insurance Association 


Remember These Features: 
Simple in construction—they have fewer parts than the ordinary 
fuse. 


Economical—powder-packed renewable cartridge smothers and con- 
fines the fierce heat of the arc when the fuse blows, preventing the 
holder from charring and burning, thus prolonging the life of the fibre 
holder. 


Absolutely safe—the element is sealed in powder-packed cartridge, 
eliminating any possibility of overloading the fuse, of flames bursting 
from the fuse and injuring property, etc. 

Rating always in plain view when fuse is installed—exact rating is 
stamped on the metal tell-tale indicator. 


There are other distinctive and patented features to the National Re- 
newable Fuse—let us explain them in detail. 


Our co-operative advertising and selling plan helps to make the Na- 
tional the easiest renewable fuse on the market to sell. Write for com- 
plete information and prices today. 


Federal Electric Company 


National Renewable Fuse Division 


8700 South State Street, Chicago, IIl. 


91 New Montgomery Street 627-649 West 43rd Street 
SAN FRANCISCO, CALIF. NEW YORK, N. Y. 


Branches and Distributors in all large cities 


| 
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What Is Your Net Value? 
(Continued from page 8) 

catch a train for somewhere else 
where an order may not be. A busi- 
ness man is one who makes all the 
money he can where he is at before 
he begins to spend money to get else- 
where. He doesn’t brag of his mile- 
age nor of the speed at which he 
covers his territory. Salesmen are not 
paid by the jump or by the mile. 

Reports and correspondence are 
one index of thoroughness. To be 
thorough, a report need not be long. 
One of the best jobbers’ salesmen 
that I know never spends more than 
half an hour a day at his “paper 
work,” yet his manager knows more 
about his territory than any other on 
the map. About half the letters he 
gets from the house he answers by 
scribbling ‘“Yes” or “No” across the 
margin and sending them back to the 
office. Other men who work for this 
company spend whole evenings in the 
futile practice of penmanship, drool- 
ing forth opinions, giving advice and 
rendering judgments whose value is 
nil. 

The boss thinks of these things 
when you hit him for a raise. He 
remembers the hours that you have 
wasted in writing fool reports, and of 
the hours he has wasted in decoding 
them, and the filing cases he has had 
to purchase to hold them. Your paper 
work will always stand against you 
in the more-pay argument until you 
learn Dana’s famous dictum to his re- 
porters: “Brevity, accuracy, brevity.” 

There is a notion abroad that in- 
dustry entitles a man to a raise in 
pay. Nothing of the sort. Industry, 
per se, is a disgusting exhibition of 
unintelligence. People who are so 
almighty industrious are that way be- 
cause they haven’t the brains to be 
anything else. Old Andy Carnegie 
rang the bell on that point. A goof 
once bragged to Andy that he, the 


goof, got down to the job every morn- 


ing at seven and put ten solid hours 
of labor between then and the six 
o'clock whistle. “Ye must be a verra 
lazy mon if it takes you ten hours to 
do a day’s work,” declared Carnegie, 
counting over his hundred-million 
dollar roll. The old Scot used to 
work about two hours a day during 
the years when he was accumulating 
jack at the rate of a million or so a 
month. Short hours and long pay 
were his motto, and he made it stick. 
Anybody who can duplicate Andy’s 
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Mr. Jobber’s Salesman 


This advertisement is for your 
particular attention. 


We want to tell you about 


Atkins Non-Breakable 
Hack Saw Blades 


There is a large, virgin field 
for them amonég electrical con- 


tractors and dealers. They want 
these Non-Breakable Blades. 


Youcan increase your sales by 
selling the trade Non-Break- 
able Blades. 


Our National Advertising 
makes them easy to sell. 


We will tell you how to start. 
Write us today 





E. GC. ATKINS & COMPANY, Inc. 


**The Siluer Steel Saw People’’ Established 1857 


Canadian Factory, Hamilton, Ontario 


Home Office and Factory, INDIANAPOLIS, INDIANA 


Branches carrying complete stocks in the following cities: 


New Orleans Portland, Ore. Seattle Sydney, N.S. W. 
New York City San Francisco Vancouver, B. C. Paris, France 
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Machine Knife Factory, Lancaster, New York 
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JOnNn F SCOTT MERBERT E. CAVE CHARLES S. WALKER 
mmesioe VICE PRESIOENT © GENERAL MANAGER. SECRETARY @ TREASURER 


LIMINOUS SPECIAITY COMPANAC 


MANUFACTURERS OF 


THE EYE SHIELD DIFFUSER anv LIGHTING SPECIALTIES » #7 


236-238 SOUTH MERIDIAN STREE”? % 


Dear Mr. Salesman:- 


We are mailing to leading electrical 
dealers everywhere a very attractive 
hand book. 


This book shows views of typical 
installations of the Eye Shield Diffuser 
in workrooms, offices, stores, 
schools—it opens the dealers eyes to 
the unlimited sales possibilities of 
this efficient device. 


It shows the dealer why the Eye 
Shield Diffuser is the most efficient 
light diffuser—and more—why it pro- 
duces the most efficient light at 
the lowest cost. 


Thru its plain simple language and 
the many helpful suggestions this book 
will aid the dealer in selling the Eye 
Shield Diffuser in increased quantities. 


And you reap the benefit of in- 
creased orders. 


We're co-operating to the limit— 
are you? 


Sincerely, 


For Luminous Specialty Co. 





INDIANAPOLIS “HAE 




















| performance has my vote. Few en 
| ployers’ pay by the clock any mor 
| Another factor in this pay-boostin 
| proposition ,is the condition of th 
‘company one works for and the futur 
it offers. A small company with in 
| sufficient capital, meagre territory ani 
_a quarter-brain-power boss, can’t pa; 
'as much as a company that has 
|broader opportunity and capacity. 
| You can’t make a twelve-strike in a 
_bowling game because there are only 
ten pins on the alley, and by the same 
token you can’t make a million a year 
/out of a concern whose turnover is a 
‘million gross. When you make up 
your mind that you are entitled to a 
' raise, first make sure that the com 
pany can pay it. If it can’t, find on 
| that can. 

This isn’t a question of loyalty. 
Loyalty works two ways. Loyalty 
should make a man repay in full and 

_with ample interest everything he has 
| received from his employer, and any 
fellow who doesn’t do this is built 
wrong. But loyalty should never lead 
/a man to sacrifice himself and his 
_dependents after his honest obliga- 
‘tion to the firm is paid. I know em- 
_ployers who have appealed to sales- 
-men’s loyalty to stick—until the men 
were unfit to go elsewhere. That’s no 
fairer than for an employee to scuttle 
to cover when the boss needs him. 
|These things are reciprocal. They 
| have their foundation in a man’s heart 
and character. Anything that’s less 


‘than square is crooked. 
} * * o 








| If you salesmen who are planning 
‘a raid upon the company’s treasury, 
‘come New Year, will weigh your own 
|values along the lines I have sug- 
| gested, some of you will get nice fat 
increases and some of you will get 
the air. 

As a general proposition, whether 
you apply for that raise or not, it’s 
interesting and valuable to study this 
subject from a business standpoint. 
The fact that some other salesman on 
the staff gets more jack for doing less 
work is no reason for asking for a 
raise. The fact that the firm made a 
few extra bales of kale in 1920 is no 
reason. The fact that you've been 
with the house seven years is no rea- 
son—maybe you've been there because 
nobody’s had time to fire you. There’s 
a heluva of lot of reasons why you 
should not get more pay and just one 
reason why you should. 

The: one reason is—your NET 
| VALUE to the firm. 








THE JoBBER’s fA] SALESMAN 











These are staple 
articles which can 
undoubtedly be 
stocked to advan- 
tage. 


Electricians’ 
KNIVES 
and 


TWEEZERS 


We have a large stock Write for 


Descriptions 


on hand for immediate ‘ell 


Quotations 


delivery at attractive 
trade discounts. 


Mathias Klein & Sons 


Tool Manufacturers 


Est. in Offices and Factory, 3200 Belmont Ave., 
Chicago 


Since CHICAGO, i. 


1857 
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Large Volts and 
Smaller Amperes 
Miniature A. C. or 


Portable D. C. 





You can supply your cus- 
tomer’s every need if you 


sell 
Hoyt 
Instruments 


Mr. Jobber’s Salesman: 


Is there anything more nec- 
essary to the worker with 
electricity ? 


Is there anywhere that you 
can be of greater service 
than in teaching him to 
discard guesswork for ab- 
solute knowledge? 


Do you appreciate the ease 


with which INSTRU- 
MENTS can be sold? 


Do you realize the profit to 
your House and Yourself? 

If you understood fully these 
things you'd sell 


Hoyt 
Meters 


Let us help you—we have 
several instructive pam- 
phlets—our new  cata- 
logue, describing the en- 
tire line is now available 
—and we shall be glad 
to supply technical as- 
sistance to any 


JOBBER’S SALESMAN. 





Burton-Rogers 
Company 


Sales Department for Hoyt 
Electrical Instruments 


755 Boylston St., Boston, Mass. 





Meters 











A Pertinent Argument 


HEN you are talking to a man 

about factory lighting and 
mention to him that proper illumina- 
tion is a form of accident prevention, 
he is very apt to tell you that he’s 
covered by liability insurance and that 
the point interests him only mildly. 
To be sure, he’s a human being, and 
does not desire specifically to have 
the men who work for him injured, 
but he’s also a hard-headed business 
man and it is difficult to see the dol- 
lars-and-cents return on illumination 
installed simply as a means of acci- 
dent prevention. 

But if you go into this subject a 
little more deeply and quote real 
figures, you can gain his interest. For 
each fatal accident that occurs in an 
industrial plant, 100 man-working- 
days are lost through minor accidents. 
Every accident that requires a doc- 
tor’s attention means three man-days 
of lost time. Insurance pays the doc- 
tor but it doesn’t operate the injured 
man’s machine, hence accident pre- 
vention is not so much a question of 
liability as it is a question of labor 
conservation. 

Twice as many accidents happen 
to workmen’s faces as happen to them 
from the hips down. As many acci- 
dents happen to workmen’s hands as 
happen to all the rest of their bodies 
together, excepting the eyes. They 
“get it in the neck” as often as they 
injure a foot or ankle. Half the in- 
juries from the shoulders up happen 
directly to the eyes. 


Industrial accidents are not so 
often the result of carelessness as of 
“taking things for granted.” A man 
walks down a dark corridor, taking 
it for granted that the way is clear— 
and stumbles. He goes through a rou- 
tine motion under a poor light, taking 
it for granted that everything is nor- 
mal—and gets a hand caught in the 
machine. Poor illumination leads care- 
ful men into accident, while good light 
keeps careless men safe. And the 
value, from the employer’s stand- 
point, lies in cutting down lost time. 





Electric Appliance Co., Pittsburgh, 
Pa., has been appointed distributors 
of Simplex Electric Heating Com- 
pany’s products in the states of Penn- 
sylvania and West Virginia. 





geet aa peangeings guess tm 
A Distinctly Improved 


Standard Article Made 


the Sherman Way ---- 


SHERMAN 


Brass Set Screw Connectors 








Sherman Brass Set Screw Connec- 
tors cost no more despite the four 
new and distinct features: 


Each connector 
stamped with a number which 
is a great help in reordering and 
Saves time and the mistakes made 
in the sorting of small mixed stocks. 
2 The screws are heavily galvan- 


ized, hence 


rust-proof 


is plainly 


which 


prevents the deterioration of ‘a 


stock. 


All dimensions and proportions 
are held to accurate size. 


screws are 


set 


in 


The 
absolutely 


straight, and expert workmanship 
is further evident in the neat ap- 
pearance of article. 

The connectors are neatly boxed 

and plainly labeled, insuring the 
goods against damage and permit- 
ting the keeping of a neat shelf 


stock. 


For Stranded Cable 


With Dividing Wall 






A.—C—C}BRE MN 





Size 
No. Stran’d Cable Screws Inches Di 
.110 


60 12and 14 2 
61 10 2 
62 10 4 
63 8 2 
64 8 4 
65 6 and 7 2 
66 6 and 7 4 
67 4 and 5 2 
68 4and5 4 
69 2 and 3 2 
70 2 and 3 4 
71 0 and 1 4 
72 00 4 
73 000 4 
74 o00c 4 


= 
RK \ 


Dia. Hole Outside Length 











a, Ins. 
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Ins. 


1% 
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For Solid and Stranded Cable 


Wire Holes Extending Clear Through 


SG 








yg Mw"':—"[ 1 














NX 


Maximum Wire 


No. Solid Stranded 
0 12 6 
1 8 a 
2 6 8 
3 4 5 
4 2 3 
5 0 2 
6 00 1 
4 4 5 
8 2 3 
9 0 2 

10 00 1 

11 000 00 

12 0000 000 

13 aed 0000 


Screws 


2 
2 
2 
2 
2 
2 
2 
4 
4 
4 
4 
4 
4 
4 





Dia. Outside 
Dia. Length 


Hole 
Ins. 


1147 
"185 
[298 


extn rite 


ns, 


PRR Rae RS 


=} Full particulars on request. 

: Sold by jobbers. 
H. B. Sherman Mfg. Company 
Battle Creek, Michigan 











THE JoBBER’S fA] SALESMAN 





To Our Friends: 


We beg to announce that we have re- 
covered from the fire which visited our 
plant last March and that we are again 
doing business “‘at the old stand.” 


We have added new machinery and im- 
proved methods of manufacturing 
which will enable us to turn out “Up 2 
Date” Electric Washing Machines, 
right up to date in every particular. 


Leading jobbers who handle Up-2-Date 
Washers find that our machine is a 
prime favorite among the dealers be- 
cause the machine is preferred by the 
housewife. If you are not getting the 
benefit of the popularity of Up-2-Date 
Washers we’re both losing money. 


A word to the wise should be sufficient. 


ck 


HOME ELECTRIC WASHER 


Marketed on a co-operative selling plan that safe- 
guards and boosts the dealer to the utmost from in- 
quiry to his receipts on sales. Write for particulers. 


THE THISTLE MANUFACTURING CO. 


MANGO AVE. AND C. M. & ST. PAUL R. R. TRACKS, (CRAGIN P. 0.) 
CHICAGO, ILLINOIS 
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‘ARIES 


NEW- VERDELITE -1ine 


PATENTED 


a 


With the Slotted Shade 


The “VERDELITE” Line is the Alpha and Omega of port- 
ables with green glass hoods. 

The latest improvement in Faries’ “VERDELITE” shade 
is the slotted back, permitting the easy removal of the shade 
by simply lifting it out of position. This eliminates the pos- 
sibility of breakage and renders “VERDELITE” portables the 
livest sellers on the market. 

We are the originators of portables with green glass hoods. 


FARIES MANUFACTURING CO., Decatur, III. 
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“‘The Missing Link’’ 


between the socket and the lamp 
Turns electric light up or down—same as gas. Saves 30% to 80% 


current. Keep DIM-A-LITE on your dealer's counter. It sells itself, and 
think what it means to you. 


WIRT (QomPany 





PHILADELPHIA, PENNSYLVANIA 











Salesmen I Know 
(Continued from page 6) 


clothing house and get a discount. 
Why should people be allowed to 
obtain a discount in a wholesale elec- 
trical house? Many a time prospec- 
tive buyers have-come in to me to buy 
a washing machine or some other de- 
vice and after I tell them the price 
they say, “Oh, I can get that for ten 
dollars cheaper at So-and-So,” or, 
“My husband can get a ten per cent 
discount at the Blank Electric Com- 
pany,” and they mention a jobber in 
the city of which my town is a suburb. 

Last Christmas I called on a jobber 
to buy an electric toy train. As I 
walked up to the counter in this job- 
ber’s store a lady asked for the same 
thing that I wanted. Upon asking 
the price she was given the list price 
less a certain discount. Then I asked 
for a price on the same thing and re- 
ceived the same quotation. Upon tell- 
ing the clerk that I was a dealer and 
upon showing him proof of the state- 
ment, I was told that no discounts 
were quoted to dealers on this line. 
Pray tell me how we are expected to 
live and advance with such conditions 
as this prevailing. 


We dealers will do our job right 
and thoroughly if we are properly 
protected and given sufficient co-op- 
eration. Why shouldn’t a jobber 
refer a retail appliance buyer or in- 
dustrial plant prospect to us if the 
manufacturer should refer them to the 
jobber? I: have two competent men 
out selling for me and I know many 
of my competitors have. If we could 
count on jobbers for their support in 
helping steer this business our way, I 
am sure a great many more. dealers 
would make’ a more earnest attempt 
to take on competent salesmen. 


But at the bottom of it all my con- 
tention is that, if we are to keep the 
up-to-date and attractive stores that 
the jobbers urge us to keep, we must 
be allowed a bigger margin of profit 
on appliances to cover the additional 
expense. Our margin of profit is ex- 
tremely negligible as compared to 
merchants in other lines of endeavor. 
They are allowed enough to furnish 
their stores elaborately, or at least at- 
tractively, while the electrical dealer 
even by frequent turnover of his stock 
has a difficult task in earning enough 
to properly: compensate him for his 
efforts. This subject, of course, re- 
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The Trumbull ® 


By using the TRUMBULL “CIRCLE T”’ QUICK MAKE AND QUICK 
BREAK safety switch you eliminate the danger of inexperienced help 


leaving blade in partial contact. 
The quick make attachment_automatically sinks the blade home into o the 


contact jaw. 
Be sure to get your copy of our Salesman’s Data Book 


THE TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE, CONN. 
Boston 


New York Chicago San Francisco 
114 Liberty St. 40 S. Clinton St. 595 Mission St. Philadelphia 


S10 viii i 
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Quick Make and Quick Break 
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, GS. PATENT OFFICE 


A fuse plug with six lives! Yes sir, the “RE- 
PEATER-6” can be used six times—and then 
refilled. 

Cost? Why less than three ordinary fuse plugs. 

No wonder the REPEATER-6 is the fastest 
selling specialty on the market today. 

Here is your opportunity, boys, to boost your 
sales.” Carry a sample in your pocket. Show it to 
your customers. They will do the rest. 

The REPEATER-6 is a compact, indestruc- 
tible, refillable fuse plug, fully guaranteed. It is 
made in six sizes ranging from 6 to 80 amperes, 100 
to 125 volts. Attractive discounts are offered jobbers. 


d ~ _ MOSS-SCHURY Gas 
MFG. CO., Inc. 


i 
110-112 Woodbridge St., East 
DETROIT, MICH. 


REFILL FUSE PLUG 













THISISA <tHey,, 
REAL Ai My 
HEATER \Y Uj 
AND A £ =LECTRIC. 
SAFE 

ONE 
FOR 
YOU 

TO SELL 


YOUR 
TRADE 











“FIRE PLACE 
Cy j | | \ pO 


i ff - 





We have passed the experimental stage. BRepeat orders are 
pouring in and now is the time to get in. 


STRAIT & RICHARDS, Inc. 


NEWARK, NEW JERSEY 











NOT A LAMP SOCKET DEVICE—2,000 WATTS PER HOUR 














verts back to the manufacturer, but 
the jobber as the stronger of our two 
factions should work for and with us 
to obtain a proper and reasonable 
schedule of discounts. 

There are other subjects that might 
be discussed, particularly the central 
station’s entering into the commercial 
branch of the industry, but in these 
views that I have presented I hope 
to be able to advance a little food for 
constructive thought. I think the 
electrical business is a great game, 
but without proper co-operation from 
the jobber (and manufacturer) we 
dealers cannot progress. 





Sales by Way of Contrast 
J. B. Dillon 


ERHAPS a woman dressed in a 

pink striped calico wrapper, 
wearing a sun-bonnet, doing the wash 
in a show window would not create 
any merriment, or get any sympathy 
from the onlookers. Such an occupa- 
tion would, no doubt, be considered as 
part of her duties. However, if 
alongside of the woman an electrical 


- washer was going full play, doing the 


same work—better and quicker— 
would not the onerousness of her labor 
be such as to cause all to stop and 
ponder? Most assuredly, and to dis- 
play their A. B. C. electrical washing 
machine, the Cahn Foster Electrical 
Supply Co., 15th and Cleveland 
Place, Denver, Colorado, have placed 
one of these machines in operation in 
a show-window, while contiguous is a 
wash bench with tub resting thereon, 
containing the well-known old zinc 
wash board. 

For the washer woman a dummy 
has been dressed in a pink calico dress 
and sun bonnet. 

When a small electro-motor starts, 
the dummy holding an undergarment 
in its hands, bends over, the garment 
being given the down stroke on the 
washboard. The next movement of 
the motor causes the dummy to draw 
the garment upward along the board, 
the whole modus-operandi resembling 
a human in wash day action. 


The contrast is so vividly drawn, 
large crowds gather to watch this 
unique display and it is safe to state 
that many sales have been recorded. 
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The Easiest 
Way to Sell 


Your Hemco sales are as- 
sured when you get your deal- 
ers to display this wonderful 
quick seller. 

For Hemco isa sure seller on 
sight. Its handsome and sturdy 
construction as well as the real 
service it renders appeals in- 
stantly to everyone. 

There’s nothing better for 
your dealers to handle than 
this speedy seller with its 
quick turnover and handsome 
profit. 

You can “tip ‘em off’ to 
Hemco and make friends by 
doing so. Try it, won't you, 
please? 


George Richards & Co. 


555 W. Monroe St., CHICAGO, ILL. 


344 East 40th St., Pacific Coast Agents 
New York GEO. A. GRAY 
COMPANY 
589 Mission Street, 
San Francisco. 
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Twin Service From Single Socket 
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NAILIT- 
KNOB 


Trade Mark Registered 








The Original and Best Yet 


Nailit-Knobs are :— 
Correctly Designed 
Ruggedly Constructed 
Carefully Selected 
Properly Pressed | 
and 
The Porcelain is Hard 


and Tough 


No. 1 Nailit-Knobs 
Move Fast 


Get Behind Them 
and Push 


— ew 


Patented Feb. 3, 1920 


J.H. Parker & Son, Inc. 
Parkersburg, W. Va. 














FRANK M. BERNARDIN 


(Continued from page 21) 


thus the “B” in B-R stands for Ber- 
nardin and the “R” for Royer, which 
gentleman has since passed away. To 
the company Mr. Royer contributed 
his experience and sales ability while 
Mr. Bernardin contributed his $4000 
which was invested almost entirely in 
stock. 

At that time, says Mr. Bernardin, 
there were others in the business in a 
small way, though W. C. Osborne & 
Co., the first and pioneer supply job- 
bers in Kansas City, ‘was supposed to 
be doing a big business for those days. 
Another in the business was J. W. 
Mason, while R. W. Hodge, still a 
jobber in Kansas City, was in a com- 
pany known as Hodge, Walsh & Lor- 
ing. Afterward Mr. Hodge took over 
the Franklin Electric Co. owned by a 
Mr. Franklin and a Mr. Blood who 
is still very active in electrical circles. 
G. W. Johnston, now president of the 
Mid-West Electric Co., Omaha, Nebr., 
was at the head of the Gate City 
Electric Co., which was run as a 
branch of the Central Electric Co. of 
Chicago. 

Unlike his competitors Mr. Ber- 
nardin attempted to and succeeded in 
carrying a large stock, realizing and 
contending that that was the jobber’s 
principal function in business. He 
further maintained that the only way 
to build up a large business was to 
give credit and to perform this duty 
he laid in as large a stock as his 
credit would possibly stand. Fortu- 
nately for him his credit was good 
owing to the good name he had estab- 
lished for himself in the street rail- 
ways company and between this and 
his wide acquaintance he was able to 
start off as he did. Such references 
as the Armours of Armour & Co., 
packers, a branch of which family 
was interested in the street railways 
company, were valuable assets. 

As an example of the amount of 
credit that was allowed him, he ran 
up a debt of $25,000 with the Hazard 
Mfg. Co., which was quite an allow- 
ance for a jobber in those days. And 
yet he pulled through with flying 
colors. 

The first home of the B-R Electric 
Co. was at 613 Delaware street, a 
one-story, one-room building with a 
25-foot front. For three years the 
company progressed here and then 





was forced to larger quarters across 
the street. After being there two 
years it was again necessary to ex- 
pand and the firm was moved to 
Eighth and Wall streets where it 
could breathe freely in three floors 
and a basement. 

Five more years found accommoda- 
tions again inadequate and the B-R 
Electric Co. moved to the Armour 
building at Fifth and Delaware where 
seven years went by at last finding 
the company in its present commodi- 
ous building at Fifteenth and Walnut 
streets. 

In 1901 Mr. Bernardin and his as- 
sociates started the Kansas City Tele- 
phone Mfg. Co. in charge of E. L. 
Foutch who is now vice-president of 
the B-R Electric Co. The telephone 
company did a fine business and for a 
while flooded the surrounding country 
with telephone exchanges. It devel- 
oped, however, that the two organiza- 
tions accused each other of working 
at cross purposes as a result of which 
they consolidated in 1903 as the B-R 
Electric and Telephone Mfg. Co., 
which name was retained until a few 
years ago. Finally the telephone 
business was dropped and the firm 
confined its activities exclusively to 
the sale of electrical supplies. 

In May, 1901, the same year that 
the telephone company was started, 
the B-R Electric Co. was incorporated 
for $40,000 and afterwards at the 
consolidation of the two companies in- 
creased to $80,000. 

“As time went on,’ Mr. Bernardin 
says, “Mr. Royer’s symptoms of pro- 
miscuous spending developed to such 
an extent that it did not harmonize 
very well with my habit of putting as 
much in the bank as possible, so in 
1904 we purchased his interests for 
$43,000.” It has always been Mr. 
Bernardin’s conservative and judi- 
cious spending and continued saving 
that has so swiftly pushed the B-R 
company along the road of success 
and made it one of the few surviving 
jobbers west of the Mississippi who 
were in business at the time he 
started. 

Aside from electrical activities, Mr. 
Bernardin’s sympathies and interests 
are imbedded quite deeply in civic 
doings. Public utilities command a 
great deal of his time and much of 
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---See that your 


trade is stocked. 
Factory enlarge- / « 
ments enable us to / © 
Sewing Machine make prompt / ia 
shipment. ; 


Wesuggest that you write our Chicago 
office for special data and sales talk as 


these devices have many exclusive 
points and are both ready sellers. Maybe there 
are other items in our line about which you want 
to ask questions. 
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Edison Electric Appliance Co. 
5660 West Taylor Street 
CHICAGO 


NEW YORK ONTARIO, CALIFORNIA ATLANTA 
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+ 
SODERING 


A good salesman is always anxious 
to know what brand of goods peo- 
ple who use them want. It not 
only makes selling easier but it is a 
great satisfaction to sell goods 
which are so good that they adver- 
tise themselves. 


Mechanics and machinists are usu- 
ally men of intelligence and deci- 
sion, and whenever they come 
across an article or a tool that en- 
ables them to do their work easier 
and with better results it is ex- 
tremely difficult to convince them 
that you have something better or 
even just as good. 


What do you think of this: 


North Bend, Oregon, 
Nov. 19, 1919. 
L. B. Allen Co., 
Chicago, Ill. 


We have been unable to obtain 
ALLEN SODERING FLUID on 
the Pacific Coast, and as our 
plumbers will use no other, we 
are enclosing a purchase order 
to you in hopes that you will 
be able to furnish same. 
Kindly advise us at once if you 
can furnish and also if you 
have any representative on the 
Pacific Coast. 
Very truly yours, 
Kruse & Banks Shipbuilding. 
By D. D. Dilley, 
P, A. 


Do you need further evidence that 
there is a strong and growing de- 
mand for 


Allen Sodering Flux 


and do you know of any that would 
be easier to sell? 


When an article is so good that 
workmen refuse to use anything 
else, it would seem to us that the 
argument is closed. 


The FLUX comes in four forms. 
Stick, Paste, Salts, Liquid, and 
meets every emergency. 


L. B. Allen Co., Inc. 


4588 N. Lincoln Street 
Chicago, IIl. 














his thought, too, while at the present 
time he is very much taken up with 
the task of making the people of his 
city see the need for an eight-cent 
street car fare. Furthermore, he is 
serving on the Civics Committee of 
the Kansas City Chamber of Com- 
merce in an endeavor to better condi- 
tions in that municipality. 

“Art,” Mr. Bernardin says, “is a 
wonderful subject and study little ap- 
preciated by the average American, 
but it interests me intensely.” Those 
who are keeping in close touch with 
the trend of events in the business 
world have probably noticed how 
closely art is becoming affiliated with 
the commercial world through adver- 
tising. Commercial art as well as 
“art for art’s sake” is on Frank Ber- 
nardin’s list of subjects that occupy 
his attention. He is a trustee of the 
Kansas City Fine Arts Institute 
which is contemplating building a 
magnificent new home—another move- 
ment that Mr. Bernardin is pushing. 
In fact he said he is interested in art 
to the extent that he is seriously con- 





sidering a trip through the famous art - 


institutes and museums of Europe in 
the near future. 

In the world of sport Mr. Bernar- 
din ‘also stands out prominently, for 
during the summer months he can be 
seen perambulating over the golf 
links, while during the hunting season 
he’s “ducking” or roaming the prairies 
all set to bowl over some unsuspecting 
prairie chicken to the tune of “A 
Hunting We Will Go.” 

He is vice-president and a director 
of the Kansas City Club which, partly 
through his efforts, is now erecting a 
new club house costing nearly a mil- 
lion dollars and of which he is justly 
proud: he is president of the Blue 
Hills Country Club, a member of the 
Mission Hills Country Club, the Auto- 
mobile Club of Kansas City. Aside 
from these social activities he is a 
director of the Guaranty Trust Co. 
of Kansas City and also maintains 
interests in other business enterprises. 

Those who know or know of Frank 
M. Bernardin know him to be one of 
the most popular jobbers in the field. 
Besides being a successful business 
man, still pressing his company for- 
ward toward additional conquests, 
and a sincere contributor to the good 
of the field and industry, he is the all 
around good democratic sport that is 
heartily welcomed at every place that 
men convene. 








New Price Book 
No. 50 


Emerson Motors 
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For six months, delivery 
conditions made it impracti- 
cable to issue a price book on 
Emerson motors. New price book 
No. 50 was issued September 
10th, 1920. 


The great majority of stock 
types of Emerson motors, 2 hp 
and smaller, can now be of— 
fered for shipment within 60 
days. A number of types can be 
shipped promptly from stock at 
St. Louis. 


The new price book shows net 
prices to dealers and central 
stations on all stock types. 
These prices represent no ad— 
vance over prices effective 
for several months past. The 
few items which cannot be 
shipped with reasonable 
promptness are plainly desig 
nated. 


As usual, the motor price 
book contains dimensions, 
general specifications (in- 
cluding pulley sizes) net and 
packed weights and all infor- 
mation which is needed, nine 
cases out of ten, assembled in 
yar eg form (4 inches by 7 
inches). 


Every salesman selling Emer—- 
son motors needs price book 
No. 50 in his pocket or his 
grip. We have tried to reach 
every salesman of every Emer— 
son jobber with this price 
book. If we have missed you, 

a postal or your card in an 
envelope will bring one 
promptly to any address. 


THE EMERSON ELECTRIC 
MFG. COMPANY 


St. Louis New Yo 
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CoH 77°20 
Duplex Receptacle 


Caps 
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_g” Takes Two Standard Attaching 





Every Architect and User Likes This 


Every Contractor Likes This 


Caps 


Every User and Appliance Manufacturer Likes This 


Besides these the contacts are set back from the surface 
and safe; grooves in the side allow adequate space for the 
conductors without crowding the outlet box; the exposed 
porcelain is enameled black; the plate is easy to attach, 
there being only one screw in the middle; and the rating of 
660 watts permits installation on any lighting circuit. 


When Recommending, Selling or 


i Fits the Standard Outlet Box 


Installing Receptacles 


SAY 


C-H 77-20 


Handled Through the Electrical Trade Channels 
Made by 


THE CUTLER-HAMMER MFG. CO. 
Milwaukee and New York 
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Evsagsser & FIELD, Flatiron build- 
ing, New York City, is introducing in 
America a flashlight with hand-op- 
erated generator, the product of a 
Swiss concern, which will be mana- 
factured in America as soon as ar- 
rangements can be effected. 


CuHaMBERsS Mere. Co., Butler, Pa., 
is marketing a _ belt-driven lighting 
outfit, a feature of which is a second 
pulley on the engine shaft, provided 
to make the set suitable for the gene- 
ration and use of mechanical as well 
as electrical power. 


CLEVELAND Exectric Motor Co., 
Cleveland, O., is marketing a_ball- 
bearing type of polyphase induction 
motor having a riveted frame. Motors 
are made for both 25 and 60-cycle 
service and for standard voltages. Ro- 
tor bars are connected mechanically 
and electrically by a special process 
in which the short-circuiting rings are 
welded to the bars. Standard ball 
bearings are used, and the terminels 
come through a board mounted on the 
motor frame. 


STazon is a compound developed 
by the Conversion Products Corp., 
New York City, for temporary pro- 
tection of iron or steel parts from 
weather and rusting, particularly dur- 
ing storage or transportation. It has 
a petroleum base, is an insulator, a 
lubricant, and does not flow at 200- 


deg. F. 


KittarK E.vectric Mre. Co., St. 
Louis, Mo., has issued a folder in 
which Louis Desloge, vice-president of 
the company, discusses the difference 
between Killark safety fuses and re- 


newable fuses. 


O’Brien StToraGe Batrtrery Co., 87 
Halsey street, Newark, N. J., headed 
by David O’Brien, of East Orange, 
N. J., has filed notice of organization 
to manufacture storage batteries and 
operate a general electrical service re- 


pair works. 








ILuinois ELectric PorcELAIN Co.,, 
Macomb, IIl., by addition of a porce- 
lain testing department, a new sag- 
ger department, an addition to the 
kiln room, to the warehouse and the 
office, expects to increase its produc- 
tion capacity 30 per cent. 


EASTERN PENNSYLVANIA’ BaAkeE- 
Lire Co., Philadelphia, Pa., manufac- 
turer of insulating materials, has 
leased property at 71 Ranstead street, 
aggregating 10,000 sq. ft., for a new 
local works. 


GENERAL Evectrric Co., Schenec- 
tady, N. Y., is sending to the trade a 
bronze paper weight, consisting of a 
standard separable attaching plug on 
a pedestal. On the latter is inscribed 
“Keep Plugging to Standardize,” in 
line with the campaign to obtain stan- 
dardization in plugs. 


Avtomatic BaLopticon is a de- 
vice which automatically displays 68 
different slides of any desired picture 
or reading matter, and is being mar- 
keted by the Automatic Illuminated 
Advertising Corp., Baltimore, Md. 
The screen for regular display is 20 
by 20 inches and the slides change 
each ten seconds, although manual 
control may be used, as well as a 
screen ten feet square. 


CoNoveR MANUFACTURING Co; 
4555 Ravenswood avenue, Chicago, is 
manufacturing an electric dishwasher, 
a feature of which is a turbine-like de- 
vice for forcing the water over the 
dishes. They claim that the spiral 
flanges on the device terminate in two 
fan-like blades, the flanges elevating 
the water and the blades, whirling 
with great velocity, hurling the 
streams upon and around every dish. 


Hurtey Macuine Co., Chicago, 
has published a booklet written by 
Mrs. Christine Frederick, called “You 
and Your Laundry.” In this book- 
let the old methods and the modern 
electrically operated laundry are com- 








pared; information is given on the 
preparation and use of soap solutions ; 
the cleansing of various fabrics; the 
removal of stains and set colors, and 
the arrangement of the home laun- 
dry. 


Tue Base Bari Team of the Rome 
Wire Company, Rome, N. Y., was the 
winner in the game between that com- 
pany and the Rome Manufacturing 
Company team the evening of August 
23, at Riverside Park. The news- 
papers comment upon the enthusiasm 
of the fans, which they say rivaled the 
spirit shown at any big college game. 
The Rome Wire team has led continu- 
ally throughout the season in the In- 
dustrial League and the winning of 
this game captured the pennant. The 
manufacturing team made several good 
plays, taking the lead twice as the 
game proceeded, but untimely errors 
permitted the wire team to regain the 
final lead and win by a score of 10 
to 9. The winner will have a trip to 
two of the World Series games. 


Cotor-Ray is the new device for 
color lighting in display windows 
which the National X-Ray Reflector 
Co. has developed in the past year. 
The unit is their No. 66, made for the 
X-Ray Jove or Jupiter reflectors, and, 
having already been placed on sale, 
deliveries will be made about the first 
of the year. “This means increased 
business,” the maker says, ‘“‘through 
the need of higher candle-power larg- 
er units where small ones have been 
used, and additional reflectors which 
necessitate more wiring. This prac- 
tical method of color lighting for dis- 
play windows fills a big need, as win- 
dow trimmers have been awaiting some 
such development. Heretofore illumi- 
nating experts have experimented in 
vain to find a medium and method of 
attachment for color lighting.” The 
new device consists of a metal frame 
fitting over the mouth of the reflec- 
tor, into which a slide of colored gela- 
tin slips and is easiily adjusted, being 
held in place by fine steel meshes. 
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' i ‘HE Josper’s SALESMAN is the only 
_™ publication devoted exclusively to the 
jobber’s salesman—it is your publication. 


_ It is a clearing house, for the exchang- 
ing of ideas and selling helps between 
salesmen. 


We think this live, snappy, interesting, 
helpful magazine is worth $1.00 of any- 
body’s money—don’t you? 


Send your answer on the coupon below. 
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SUBSCRIPTION COUPON 


THE JOBBER’S SALESMAN, 
1018 South Wabash Avenue, 
CHICAGO, ILL. 
Please enter my subscription to THE JOBBER’S SALESMAN 
for one year. I will remit $1.00 upon receipt of bill. (Canadian 
Rate, $2.00.) 
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Gratitude 





E are glad of 

the opportu- 
nity THE JOBBER’S 
SALESMAN Offers us to 
express our deep ap- 
preciation of the sup- 
port and co-opera- 
tion received from 
our friends, the job- 
bers’ salesmen. 


In helping us ‘place 
Sunlight Carbon 
Lamps and Fractional 
Horse Power Motors 
“on the map” you 
probably did not fully 
realize what your co- 
operation meant to the 
success of our company. 
We want you to know 
that we thoroughly ap- 
preciate your efforts in 
our behalf. 


We hope we will merit 
your continued good- 
will and support and in 
return you can depend 
on 100 per cent service 
from us—the kind of 
service that will help 
you to increase your list 
of satisfied customers 
and your profits. 


1) 


"Carbon Incandescent Lamps ' 
Fractiona |Horse Power Motors 


The Sunlight 
Electrical Mfg. Co. 


Warren, Ohio 














The frame is fastened to the X-Ray 
reflector by an asbestos cord harness, 
so that the color unit can be put on 
in a few minutes. 


A Broapsipe of timely interest to 
voters and at the same time an adver- 
tisement of the 70-50 switch, has been 
issued by the Cutler-Hammer Mfg. 
Co., Milwaukee, for distribution to 
electrical dealers for window display. 
This broadside is in three-color, show- 
ing maps with election data of the 
1916 campaign, and also the states 
which have ratified woman’s suffrage 
and prohibition amendments. Con- 
densed biographies of presidential 
candidates of both parties and sum- 
maries of platforms are given. The 
electoral vote for president and vice- 
president at every election in the coun- 
try’s history is tabulated. 


Waker Broruers Co., Syracuse, 
N. Y., expect to largely increase their 
production, as they are installing a 
quantity of new factory equipment. 
They announce for early distribution 
a new line of very attractive sales 
literature. R. E. Maurer, secretary 
of the company, is at present estab- 
lishing their jobber-distributor rep- 
resentation throughout the country. 


Five TuovsaNnp Detco-Licut em- 
ployees of the Domestic Engineering 
Co., Dayton, O., held their annual 
outing and picnic on Wednesday, Au- 
gust 25, at Triangle park. Athletic 
contests were indulged in during the 
afternoon, while a motion picture pro- 
gram and dancing occupied the mer- 
rymakers’ time during the evening. 


H. G. Weeks Co., Hamilton, O., 
is placing on the market a line of 
small electric ranges to be known as 
“Cookerettes,” and a line of electric 
automatic sterilizers. The company 
says that it has in view the placing 
on the market of a small, quality 
range at a lower price than those on 
the market today. It is said the Cook- 
erette will be particularly adaptable 
to small apartments and housekeeping 
rooms. The Weeks company is at the 
present time engaged in establishing 
jobber relations. 


Grecory Exvecrric Co., 16th and 
Lincoln streets, Chicago, IIll., is pub- 
lishing a monthly Bargain Sheet in 





which is list prices on every kind and 
style of new and second-hand motors. 
generators, switchboards, instruments. 
knife switches and accessory power 
apparatus. The Gregory compan 
buys and rents second-hand apparatus 
as well as sells it. 


“BaTTERY CHARGING EQuiIPMENT” 
is the title of a new 24-page booklet 
published by The Cutler-Hammer 
Mfg. Co., of Milwaukee and New 
York, which is known as Publication 
830 and describes and illustrates C-H 
equipment for charging all manner of 
electric vehicles, including pleasure 
cars, large and _ small industrial 
trucks, mine battery locomotives, ig- 
nition and starting batteries on gaso- 
line cars, etc. 


“Hunting Down — ELectricar 
TrovusB_es,” a booklet of 31 pages 
published by the Burton-Rogers Co., 
who handle Hoyt Electrical Instru- 
ments, should be of interest to sales- 
men relative to the queries of deal- 
ers, as it describes the use of Hoyt 
meters and testers in locating difficul- 
ties on all kinds of electrical systems. 
It is profusely illustrated. 


Votuntary INsurRANCE has_ been 
taken out by ninety per cent of the 
employees of Westinghouse Electric 
& Mfg. Co., at the East Pittsburgh 
Works. This is additional to the ori- 
ginal insurance given by the company 
at the completion of six months serv- 
ice, and is contingent upon the em- 
ployee depositing in the Employees’ 
Savings Fund, which fund is held in 
trust strictly for the employees. It 
pays 414 per cent compounded inter- 
est semi-annually, and is available on 
emergency loan, or can be withdrawn 
‘with accumulated interest at any time. 
This indicates, the company says, that 
ninety per cent of the employees in 
one of the largest organizations in the 
world are thrifty, and through this 
are eligible for life insurance policies 
of $1,000 and over. 


Kart H. Bronson, a graduate of 
the University of Michigan, and for- 
merly with Dodge Brothers, and then 
with the Packard Motor Car Com 
pany, both of Detroit, has joined the 
ranks of the Square D Company, De- 
troit, in the capacity of Director ot 
Research Engineering. Mr. Bronson 
will be active in the extensive safety 
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DAUM 
PLUG FUSE 


SIMPLEST 
FEWEST PARTS 
EASIEST TO REFILL 


The Plug Fuse that your customers 
have been looking for. No metal or 
screws to replace; just place a fuse 
strip in the plug through the bottom 
and out the side pocket, place mica 
disc in. place—and it’s ready for use. 
No tools are required—the plug being 
= porcelain, It is never thrown 
away. 


A. F. DAUM 


Pittsburg, Pa. 


Squires & Cogswell, Agts. 
Ellsworth Bldg., Chicago 














A GOOD 
BUY 


A majority of the job- 
this 
The 


JOBBER’S SALESMAN the 


bers’ salesmen of 


country — consider 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, inter- 
esting sales helps for one 
little iron man! Turn 
now to page 97 and send 


in the subscription blank. 


campaigns which the company is un- 
dertaking. 


Two New Spartan Devices have 
been put out by The Bryant Electric 
Company of Bridgeport, Conn. 
device is a brass-covered cap which 


projecting bosses. These grip the out- 
er surface of the wire around its en- 
tire circumference, thus putting all 
the strain on the bushings instead of 
on the wire under the binding screws. 


of substantial molded insulation, and 


consists of a combination Spartan 


it a ready means for connecting Edi- 


son attachment screw plugs with 


Spartan receptacles. 
Dean Controt and “how Boston 
four-page, illustrated leaflet which 


the Cutler-Hammer Mfg. Co., Mil- 
waukee, Wis., has published. The 


ation, has been used in the extension 


Bensamin) Exvectric Mre. Co., 
tion a device which they believe to 
be a remedy for excessive service 
costs. They contend, as a particular 
example, that light duty receptacles 
and attachment plugs used with heavy- | 
current devices burn out often; and 
that such 
this, eat up profits. 
they have a heavy duty receptacle and 
a rated capacity of 


items as 


To remedy this 


service costs on 


cap which has 
20 amperes, and which will operate 
safely and continuously and not burn 
out when used in connection with any 
heavy current consuming appliances 
on 82 volt circuits. A further advan- 
tage of the receptacle is claimed in 
that its construction will permit of 
its use on 10-ampere parallel blade 
attachment plug cap, thus usable for 
connecting up light duty as well as 


heavy. 


CutLer-HamMer Chocolate Warm- 
ers and side pans are illustrated and 
described in a new two-page, 81x11 


Jean control, which is the only elec- | 
trically operated valve-closing device | 
that is built especially for valve oper- 


to L street station, Boston, which | 
represents the latest practice in 
design. 


Chicago, Ill., has ready for distribu- | 


standard parallel-blade plug and an | 
Edison base receptacle, which makes | 


uses it” is the subject matter of a 


One | 


has a patented bushing, in the hole | 
of which are a number of inwardly 


The other device is an adapter made | 














leaflet, entitled ““C-H Electrical Ap- | 














Pushing A 


Live One 


There is 
money making 
we want to get across to 
you. 


just one 


thought 


That is to push a live 
one—to remember it in 
season and out of season. 


Perhaps, sometimes, 
you forget your good old 
friends when they are not 
moving fast. 

Don’t do it! Keep ‘em 
in mind—talk 


PEERLESS 
FANS 


because: 
(1) They are better 

looking 

(2) They are better 

made 

(3) They are better 

in operation 

(4) Last but not least 

—they sell. 

There’s attractive business 


in Peerless Fans. Remember 


that! 


Peerless Electric Co. 
Warren, Ohio 
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Saves your time, 
saves theirs— 


EACHES the job ready 
to install. Every 
thread is true, sharp 

and clean—with just enough 
enamel to prevent rust. 


Pittsburgh Standard, with 
its patented Thread Protec- 
tors, costs no more than 
ordinary enameled conduit. 
Easier to sell, easier to in- 
stall. Saves your time and 
your customers’. 






Reaches 
job ready to 
install. 










ENAMELED 


PITTSBURGH 


METALS CO! 
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Magnet Wire 


Magnet Wire 
Products 


Quality Service and 
Quantity Production 


The name 


DUDLO 


stands for highest grade magnet 
wire and coils. Used by large 
manufacturers everywhere. 


DUDLO MANUFACTURING CO. 


Fort Wayne, Ind. 

















for Candy Makers,” and 
published by The Cutler-Hammer 
Mfg. Co. of Milwaukee and New 
York. This leaflet, also known as 


pliances 


Publication 837, also explains, the 
publisher says, how the quality of the 
work is bettered, expenses decreased, 
and working conditions improved by 
the use of electric chocolate dipping 
apparatus. 


HoLopuaNne Dara.oc is a 128-page 


combined data book and catalog pub- 
lished by the Holophane Glass Co., 
'Ine., 340 Madison avenue, New York 
City, the contents of which have been 
accumulated by the Holophane engi- 
neering department in its 25 years of 
active illumination work. The first 
68 pages give detailed information on 
such subjects as: absorption, acci- 
dent prevention, burning position of 
lamps, candlepower, cleaning, cost of 
scientific illumination, coefficients of 
reflection, coefficients of utilization, 
cosine law, depreciation factor, dis- 
tribution curve, efficiency of a reflec- 
tor, effect of dust and dirt, foot 
‘candle, formulae for illumination cal- 
culations, fundamental principles of 
illumination, glare, illumination meas- 
|urements, industrial lighting, yard 
lighting, maintenance, etc. The re- 
|mmaining 60 pages show cuts, photo- 


metric curves, dimensions, recom- 
mended lamp sizes and kindred infor- 
‘mation. Every method and style of 
lighting is discussed under the various 
classifications such as general lighting, 
industrial lighting, commercial light- 
‘ing, etc. There are also included 46 
reproductions of night photographs 
showing actual installations. A very 
‘limited number of these books are 
available for distribution to those par- 
| ticularly interested in scientific illu- 
imination and may be obtained by 
addressing the Holophane company. 


A. B. Zersy, who has been con- 
nected with the Department of Pub- 
licity of the Westinghouse Electric 
& Manufacturing Company for about 
nine years, has been promoted to As- 
sistant to Manager of the Department 
of Publicity. Mr. Zerby graduated 
from the Pennsylvania State College 
in 1911 with the degree of Bachelor 
of Science in Electrical Engineering. 


Harry L, Lemmert has resigned 
'as assistant eastern sales manager of 
,the Chicago Fuse & Mfg. Co. Mr. 
-Lemmert has organized a new com- 
pany now doing business under the 











The BULL DOG 











IT’S PERFECT! 


Note the new way of assembling 


KNOB | 


Made and Sold under License 
United States Patent, Feb. 3, 1920 


The placing of the central bush- 
ing on the cap instead of the 
base, places it in a class by itself. 


You will be safe in recommend- 
ing this knob and all of our prod- 
ucts to your customers. Write us 
for any further information de- 
sired. 


Illinois Electric Porcelain Co. 
Macomb, Iil. 

















THE P. & G. WIRE SKINNER is 
a tool designed to accomplish difficult 
jobs, such as splitting duplex wires 
with one pull, removing the insula- 
tion from the wire and scraping wire 
clean, ready for soldering. 

The established resale price on this 
tool is $1.50 each, net, postpaid. 


PAUL W. HERBST 


Dept. 4 
180 N. Dearborn St., 





One-Third Actual Size. 


Sole Distributor 
Chicago, III. 
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EMF 
Electrical 


Year Book 


A Combined Electrical 
Encyclopedia, Trade 
Directory and Dictionary 








Embracing in a Single Volume 


(1) An encyclopedia dealing 
with the history of electricity and 
the vital statistics of the industry. 


(2) A complete trade directory 
giving a full list of all manufac- 
tured products, trade names, list of 
manufacturers and much other 
trade information. 


(3) A modern dictionary of all 
electrical terms, with special refer- 
ence to practical electrical engi- 
neering and construction. 


The EM F Electrical Year Book is being 
edited by a corps of experts who have a 
keen appreciation of the needs of the 
public as well as the industry for authen- 
tic statistics and information in easily 
available form. The matter will be ar- 
ranged alphabetically and in a manner 
that will make it an invaluable guide to 
manufacturers, distributors and users of 
electricity and electrical equipment. 


Advertising and subscriptions now be- 
ing received. 


Electrical Trade Publishing Co. 


1018 S. Wabash Ave., CHICAGO 
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name of the Eastern Electric & Mfg. 


HEMINGRAY Co., 105 Hudson street, New York AMERICAN LINE 
Chine itaiabine City, handling a line of castings, ete. MATERIALS CO. 


The concern is also acting as a gen- 
eral manufacturers’ agent. 






CROSSARMS 
THAT LAST 
RAI} FIR 
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Y 
+ ~y ‘ Lu, INTER” 
N. S. Harris, formerly appliance Ly, ONE c 
manager for Louis Kalischer of -) = 
Brooklyn, is now selling Geyser z > 
washing machines in the New Eng- z re ot 6 
No. 9 Pony. No. 19 D. G. D. P. oe = FOR OUR PRODUCT 
Sey “eae” A. H. Brapiey is now sales man- Sevcesion tr 
Hemingray Glass Co. ager in the eastern territory for the AMERICAN CROSS- 
Muncie, Ind. Geyser Electric Washing Machine ARM COMPANY 





Co., with headquarters at 1270 Broad- 
way, New York City. Mr. Bradley 
was formerly eastern sales manager 


ARMATURE SLOT WEDGES for the Electric Supply & Equipment 
Made of Hard Maple sie CEDAR PO L ES 


For new and repair work. 


mersion and conduction types are White Cedar 
‘fe Ps, F am described and illustrated in a new West 
814x11_ leaflet entitled, osxorn 


four-page, 






















C. H. Water Heaters of both im- Northern 








“Electric Heating of Water,’ and Red Cedar 
a. hie / » published by The Cutler-Hammer Plain or 
Mfg. Co., of Milwaukee and New Butt Treated 


Made to any specification. Veok 


The. Io ; : mah ee 
Send us your blue print or sample. This leaflet, which is desig 


TC. White Electrical Supply Co nated as Publication 865, also com- T. M. Pa rtridge 

. U. White Electrical Supply Company oa her ene " ~~ : 

sate Chanda dic eae a, pares electric heat with other methods Lumber Company 
of heating water, and gives formulas Minneapolis, Minnesota 

and tables whereby the size of heater 

desired under any particular condi- 


\ ll ( P les tions can be readily determined. 
almey 0 Paut W. Hersst, 180 North Dear- 

















and Coens Arnie with the eect born street, Chicago, is calling atten- 
of your line. tion to the fact that he is exclusive ‘ 
We solicit Jobbers’ inquiries distributor of Anthony “Sure-Grip” ¢ 
sees all _ jure steel conduit hickeys (benders) and Cedar Poles 
sane. announces that he is ready to offer o 
Quick shipments from Min- them to the trade in large quantities. - 
<r OE ARS ta The distributor points to the fact that Butt Treating 
they are of scientific design, never Open Tank Process f 
B. J. CARNEY & CO. slip, are of maximum strength and ‘ f 
a = ea minimum weight and can be readily The Valentine-Clark Co. t 
el used in confined spaces where clear- Spokane, Wash. a 


Write us at Grinnell, Iowa. 








ance is limited. Minneapolis Chicago Toledo 














BENJAMIN-STARRETT panel boards 1 


That First Impression and cabinets are discussed in a new fi 


So Much Depends On It booklet of the Benjamin Electric Mfg. D 
Co., Chicago, in which is set forth the rm 
statement that live bus bars have been SI 

lo 


Hand your 
prospect a 

put back out of the way, thus insuring 
greater safety in operating; that the 


Wiggins card 
board has a molded composition base, NATIONAL POLE CO. . 


and you pro- 
and new design, making for less 








duce a first 
impression 
that com 

mands re 

spectful at 

tention. 


Wiggins Peerless Patent Book-Form Cards 





° Ww! 
engraved with such skill and care that each card carries Weight and greater ease in handling; Escanaba, Mich. “ 
with it the distinction of supreme quality. ° ° 

Ask for tab of specimens, detach the cards one by and that the board is built up of unit W 
one and observe their clean cut edges, and the protec- A . 220 Broadway, 2844 Summit St., 
tion afforded by their being encased in convenient book- panel sections made to fixed standards New York Toledo, O ot 
‘orm style. Samples free on request. ° ° ° = gis 
and carried in stock in quantities, thus 2] 


The John B. Wiggins Company Rialto Bldg., 


Setetibad ase avoiding the delay and expense of de- ; , tw 

Engravers Plate Makers Die Embossers * OF . : San Francisco, Calif. yo 
1108 South Wabash Avenue cuicaco tailed specifications and special con- 
705 Peoples Gas Building CHICAGO m 














struction. 
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Commercial Lighting Possibilities 


for Fall 
By A Jobber’s Salesman 

The other day I dropped in te see the 
sales manager of a large lighting-fixture 
manufacturer—one who has had unusual 
success in selling commercial lighting 
units. He was busy with a raft of orders 
on his desk, and I remarked that evidently 
business was good. He replied that for 
months past dealers and jobbers had 
been crowding him for deliveries and that 
he was just now getting caught up with 
production. I asked him how long he 
thought the present insistent demand for 
commercial lighting units would continue 
and what he thought of business prospects 
this coming fall and winter. I was very 
much interested in his reply, for it gave 
me an idea of what to expect. 

He said that for the past four months 
his house had questioned dealers, jobbers, 
jobbers’ salesmen, and competitors re- 
garding the number of commercial light- 
ing units they expected to sell this fall 
and winter, and invariably the answer had 
been that they expected sales would reach 
a peak before the first of the year. When- 
ever he emphasized to dealers the lack of 
new building operations, they in turn 
called his attention to the many remodel- 
ling and refinishing jobs now under way 
or contemplated. 

Growth in many lines of business has 
necessitated new and larger quarters, and 
since new construction is so costly, exten- 
sive remodelling has been resorted to. 
This, his dealers pointed out, opens an 
avenue for large sales of commercial 
lighting units. Many of them expect their 
sales in remodelled buildings alone to ex- 
ceed their total 1919 business. 

To me his statements emphasized the 

necessity of the jobber’s service to dealers. 
Undoubtedly many orders will be pouring 
in when heavy snows and storms further 
handicap the demoralized transportation 
facilities. Dealers will be calling loudly 
for goods, and those jobbers who place 
their orders now will be able to perform 
a real service. This sales manager told 
me that their factory stock of Denzar 
lighting units was increasing day by day. 
The 100-150-watt sizes are in stock ready 
for immediate shipment. The 500-watt 
Denzar can be shipped two weeks after 
receipt of order, and the 200 and 300-watt 
sizes in thirty to sixty days. Just how 
long this condition will obtain depends of 
course on the increase in orders and the 
receipt of materials. 
‘I would suggest that electrical jobbers 
who want to increase their sales of com- 
mercial lighting units this fall and winter, 
write to the Denzar sales manager in care 
of the Beardslee Chandelier Mfg. Co. at 
216 S. Jefferson St., Chicago. A word or 
two about your stock and conditions in 
your jobbing territory will assist him in 
making recommendations for you. 








jae 


The large offices of the Otis Hidden Co., dealers in floor coverings, hardware, etc., 
at Louisville, Ky., are lighted entirely by Denzars. This lighting unit, due to its 
absence of glare and harsh shadows, has been found especially satisfactory for 
office lighting. 





Three floors of the Livingston Furniture Co. at Canton, Ohio, are lighted with 
Denzars. On the first floor a double row of 300-watt units are used and on the 
second and third floors single rows of 500-watt units. This view is typical of Den- 
zar lighting in stores. 





Huntington, Indiana, has a fine modern’ high school. 
hall, gymnasium, and laboratories, one of which is shown above, are lighted with 


The class-rooms, study- 


150 Denzars. Denzars are recommended for schools because they produce an even 


intensity of glareless light on both desks and blackboards, 
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SELL 


National Products 


WReweeeeeeeeeneennnetuenenununea 










*“Sherarduct’”’ and “‘Economy” Rigid 
Steel Conduits and Fittings, ‘‘Flex- 
steel’’ Armored Conductors and 
Flexible Metallic Conduit and Fit- 
tings, “Flextube’’ Non-Metallic Con- 
duit, National Metal Molding and 
Fittings, “‘Liberty’’ Rubber Covered 
Wire and Cable, “‘National’’ Outlet 
Boxes and Covers, Switch Boxes, 
Brackets, Fixture Studs, Locknuts, 
and __— Bushings, *‘Auto-Steelflex’’, 
‘**‘Auto-Brassflex”’, ‘“‘Auto-Flextube’’, 
Automobile Conduits and Fittings, 
Carburetor and Exhaust Tubing. 


Selling these National Products will 
prove profitable for you, for your 
house and for your customers. 


National Metal Molding © 


General Offices: Pittsburgh, Pa. 


































FLEXTUBI 
















Four of Many 













The illustrations show the Du- 
more No. 1 Grinder in use in the 
Wood Turret Machine Company of 


Brazil, Indiana. i| 





Other shops, large and small, in 
all parts of the globe, find many 
ways to use the Dumore. 








Your Present Customers Are Good Prospects for 
Dumore High Speed Grinders 













Industrial plants everywhere are good prospects for Dumore 
Grinders. The unusual adaptability of these useful tools 
makes them a necessity in shops, large and small. 


You can greatly increase your sales without materially in- DUMORE 
creasing your work by selling Dumore Grinders to your pres- No. 1 
, , , GRINDER 
ent customers. Some jobbers’ salesmen depend on their Du- 


more Grinder sales alone to cover their expenses. 


Whether or not your house carries Dumore Grinders we 
shall be glad to explain the sales features of Dumore Products 
to you and to assist you in every way to get the long profits 
possible in this line. Personal attention will be gladly given 


to individual selling problems. Write 
F 26 es A - } — 
. WISCONSIN ELECTRIC COMPANY o<aueeec 2 ee 
8323 Sixteenth Street © RACINE, WISCONSIN i It Ve 


GRINDERS 





DUMORE#2 
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See That Your Dealer Customers Appreciate 
The Possibilities Of The Farm Motor Market 


The greatest opportunity for the electrical dealer’s future growth 
now lies in the proper cultivation of the new farm market. By help- 
ing his dealer customers take advantage of this opportunity the job- 
ber’s salesman benefits directly from this expansion of the electrical 


field. 


For every one service electricity 


can perform in the city home, there 


are a dozen of greater importance 
which it can render on the farm. 
The farm home needs the fan, 
washing machine, suction sweeper, 
iron, toaster—all the devices used 
in the city home. And in addition 
the farm folks need motors to 
pump the water, churn, operate the 
separator, milking machine, wood 
saw, grindstone, fanning mill, feed 
chopper and dozens of similar ma- 
chines used about the farm and 
farm home. 


The rapid growth of the farm lighting plant industry and extension of central sta- 
tion lines into farm districts, indicates that the time is approaching when every 
progressive farmer will use electrical service. And every farmer who obtains such 
service immediately becomes a liberal buyer of electric motors and appliances. 


The R & M line of standard and 32-volt motors and fans for farm service provide 
the dealer a complete line for going after this new business. And to help the dealer 
we furnish free, attractive booklets and folders on these lines with his imprint, writ- 
ten to appeal to the farmer. To help him interest dealers in farm motors and fans, 
every jobber’s salesman should have samples of these booklets to show his dealers. 
We shall be glad to send them on request. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO 


New York Boston Philadelphia Buffalo Chicago Cincinnati Cleveland St. Louis San Francisco 


Robbins & Myers Motors 


























